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No other fibre board has such uniform thickness and 
texture as that which comes from the Spaulding factory. 
Precise specified thickness is obtained by putting the 


Knitted fibre through high-pressure calenders such as 


you see here. Is it any wonder when such care and 
Spaulding Counters fit the last exactly like 


Precision are used in every detail that Spaulding Count- this—inside and outside—heel-seat, quarter 


and shank. No resistance! No strain on 
; ; : : t *s heel! 
ets stand up better than others in service, retain their olsen 


original shape, strength and fine fitting qualities as p A | D | N G 
long as the shoe is worn? Spaulding Fibre Co., Inc., S U 
North Rochester, New Hampshire. COUNTERS 


NO OTHER PART OF THE SHOE MEANS SO MUCH...AND COSTS SO LITTLE 
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EVERY PAIR OF SHOES MADE WITH 


1.0°"* 
s- 
6.4 


THE QUALITY 
BOX TOE 


RESPONDS TO FEET IN MOTION 


AFTER HOURS- 


WITH CELASTIC 


When the woman war worker’s 


day is done and the moment for 


well earned relaxation is at hand, 


there comes the desire to “dress 


9 


up”. 

In footwear for leisure hours 
Celastic provides absolute toe 
comfort with smooth wrinkle free 
toe linings, and in addition brings 
an extra measure of style to the 
shoe by accurately reproducing 


the clean cut lines of the last. 


During work hours, foot comfort 
is protected with a Celastic box 
toe of larger pattern and heavier 
weight, fused into a shoe of 


serviceable styling. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 











The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 


CLEAN MACHINES AND GOOD . 
tenance may vary, but the adequate equip- 


LUBRICANTS WILL RESULT IN: 


@ Reduced wear and breakage 
@ More continuous production 

@ Reduced power consumption 
@ Smooth running machines 

@ More and better work soldier. 


ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are toa 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oil your 
Ammunition. 
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American GENTLEMAN is not a new name to shoe- 
men, but it is a name which you are going to hear a lot about 
within the next few months. AMERICAN GENTLEMAN is 
the name of a strong, well-balanced, dependable line of 
men’s shoes — designed and constructed according to high 
American standards of quality and craftsmanship — to retail 
at $5.50 to $7.00. 

Favorites of American Gentleman after the last war, this line 
is revitalized to take advantage of a fast-growing market for 
a better man’s shoe at a price which is “right for the times.” 
AMERICAN GENTLEMAN SHOES are expertly built over 
precision-drafted, easy fitting, laboratory-tested lasts from 
high standard materials traditional with AMERICAN 
GENTLEMAN SHOES: styled the American way — simpli- 
fied, but smart and eye-appealing. 

They will be nationally advertised this Spring and vigorously 
merchandised with attractive displays and dealer helps. 
Write us for full particulars and franchise details. 

Feature AMERICAN GENTLEMAN —a great shoe— a 


great opportunity! 
MEN’S DIVISION @ Craddock-Terry Shoe Corp. 
LYNCHBURG, VIRGINIA 


THE Jillue SHOE 


RETAILING AT 


$550 0 $700 


MAKERS OF SvVYldliornur American Bo SHOES 
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No. 8048 — Miracle Arch Elastic- 
ized Turftan Komfi Kip Bow Pump, 
Built-in Arch, Cushioned Heel, In- 
step and Metatarsal, Littleway 
, 
r 






Lockstitch Process, 17-8 Square Box 
Heel, 417 Last — Sizes and Widths 


aes Suen uve, (4) Th line onan felored types, ensues and slew 
SRG MN-Me-see | 6 models, as well as the conservative types. Leathers. 
~ and materials that declare extra dividends in service 
fon appeal to the frugal woman. Workmanship is of a 
high standard. Tested health features insure complete. } 


_ All these make Miracle Arch Shoes prime favorites 
the ever-widening field re at $5.00, (a few st 
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By Associated Press. 
WASHINGTON, Se 
Government economists a«-.- 

Senators today it would be better 


time liquidation of many small 
wholesale and retail businesses 
than to permit them to “continue 
profitless competition.” 

The witnesses, headed by Wayne 
C. Taylor, Undersecretary of Com- 


avert: @@a 


¢ 
to provide for the orderly war/|t |: 





merce, sketched for the Senate 
Small Business Committee a grim 
picture of the trade outlook in the 
year ahead against « background 
of declining supplies of civilian 
goods and store labor. 

They estimated that upwards of |, 
300,000 retail stores: could be . ex- 
pected to close by the end of next 
year due to the war and ur 
steps to cushion financial losses 
and permit orderly retirement. 
“The average small retailer can’t 
realize what lies ahead since most 
of them have fairly satisfactory 
supplies on hand but replacement 
i difficulties will be constantly 
. greater from now on out,” Walter 
|F: Crowder, chief of the Commerce 
z Department’s business structure 

and operations unit, testified. 

:| He said that unless the govern- 
_}ment undertakes to assure a rea- 
4}sonable allocation of available 
.}goods the trend will be toward) 
.}eoncentration among the larger 
dealers and that the small retail- 
ers, especially those in small 
, | towns, might run out of goods. 
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EXTRA man-power for holiday 
store service needed! Members of 
the Retailers’ Central Committee, 
which represents 17 national retail 
trade associations throughout the 
country, will request high school 
and college authorities to adjust the 
dates of the mid-Winter vacations, 
if necessary, to permit students to 
work in retail stores during Decem- 
ber up to Christmas. As a result 


of the demand for selective service 
and war industries, retail stores fear 
a serious shortage of sales and other 
employees during their 
period. 


busiest 








Dr. Paul H. Nystrom, president 
of the Sales Executive Club, says: 

“School authorities who intend to 
close their schools for a month or 
even two months during the Winter 
to conserve fuel and power will be 
urged to do so during December, 
so that the students may do useful 
and remunerative work in retail 
stores during that month. In this 
way a doubly useful social purpose 
will be served.” 


* * 
On a car card in the New York 
subways, appears a sketch of Gen- 
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eral MacArthur walking with a 
worn out and be-tired civilian. The 
General is pictured as being alert 
and full of walking vigor and the 
cartoon reads: 


“General MacArthur thinks best 
on his feet and often hauls his busi- 
ness visitors out on Ten Mile Talks.” 


* * * 





TWENTY-THREE THOUSAND 
Endicott Johnson tanners and shoe 
workers took a page in the BING- 
HAMTON SUN to salute a grand 
old man on his 85th birthday, with 
text as follows: 

“HE CHANGED THE SLOGAN 
‘LIVE AND LET LIVE’ to ‘LIVE 
AND HELP LIVE.’ 

“CONGRATULATIONS, MR. 
GEORGE F! Many have lived to 
be 85 years old. We, however, know 
of no other who has so COM- 
PLETELY CONSECRATED 
THOSE YEARS TO A PRINCI- 
PLE, that of THE SQUARE DEAL. 

“YOU have tried to see how much 
vou could make OF a business rath- 
er than OUT of that business. 

“YOU have tried to see how much 
you could do to make the lot oj 
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the “T ade 


the average man HAPPIER and his 
working conditions MORE PLEAS. 
ANT. | 

“YOU have changed the slogan 
‘Live and Let Live’ to ‘Live and 
HELP Live.’ 

“For these accomplishments in 
our behalf, AND MANY OTHERS, 
we are deeply grateful. 

“So congratulations, Mr. George 
F. We hope for the privilege of 
congratulating you on many future 
birthdays.” 

An informal picture of the grand 
old man centered the page. It was 
a friendly pose of a great man at 
his ease. 








We have one quotation by George 
F’. Johnson that we carry around. 
It was written by him on July 21, 
1919, and is as timely today as it 
was 23 years ago: “The hope of 
the world lies in EVOLUTION. 
PROGRESS and CONSTANT IM- 
PROVEMENT, and we look with 
confidence into that future, RAPID- 
LY APPROACHING, when ALL 
may have a more EQUAL share in 
the good things of life, when the 
rights of HUMANS are acknowl- 
edged to be MORE sacred than the 
rights of DOLLARS: when it will 
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be the SAME VICE and the SAME 
CRIME, whether committed in 


broadcloth or in rags.” 
* * * 


H. N. FISCH of H. J. Justin & Sons, 
Fort Worth, Texas, writes: “Check 
and double-check on your editorial 
of Oct. 10. We do not make chil- 
dren’s shoes, but if anybody’s feet 
should be kept dry this Winter, it 
should be the children’s feet; and 
rubber soled footwear is the only 
thing that will do the job now. 
Those flimsy soles you speak of are 
‘sure nuff’ flimsy and many of them 
take. water like a sponge. This is 
particularly true in the lower brack- 
et and there is going to be many 
and many an extra cold that may 
develop into pneumonia and take 
the life of a child because of im- 
proper footwear. 


GETS MY 





“Speaking of the railroad man, 
1 was down on the farm the other 
day, and the Santa Fe crosses right 
through it. I stopped to chat with 
the section man and found that 
practically all of them were wearing 
shoes with rubber soles. They said 
they had to do it on the rocks there. 
I looked at the Assistant Foreman’s 
shoes and I believe they were Neo- 
prene, which I understand is entire- 
ly a rubber substitute. They looked 
good and he said they were giving 
excellent wear. I do hope someone 
sponsors the movement which you 


started.” 
7 * * 


LEWIs H. BRADLEY of Bradley's 
Brownbilt Shoe Store, Rumford, 
Maine, says: 

“I have just finished reading the 
Boot aNd SHoE RecorDER from 
cover to cover for the 1089th time. I 
should say ‘consecutive’ time. This 
dates from April 1, 1919. I had 
read it previous to that, but there 
was a lapse of 18 months when | 
was on a special mission for my 
government . . . a very exclusive 
mission. There was just I and three 
million other boys about my age. 
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OUR READERS 





—Boot and Shoe Recorder is proud 
of its great audience of shoe 
merchants. . . . 

—Merchants who buy and dis- 
tribute to the great American 
public 85°, of the shoes that are 
manufactured in this country. 

—This audience is a 100% shoe 
audience—in shoe thinking, shoe 
buying. and shoe selling. 

—The shoeman who reads a gen- 
eral magazine has a divided in- 
terest; but when he's reading the 
Recorder, he has a single interest 
—SHOES. 

—Thus the Recorder has as near 
100%, reader interest as it is pos- 
sible for any printed medium to 
have. 

—Big news and big things will hap- 
pen in the months to come. 

—So be prepared to welcome a 
more interesting Recorder from 
week to week. 


EUs Te ~ 


President 





on it. We accomplished our mission 
and then I returned home and back 
into the shoe business. I enjoyed 
that article in the October 17, 1942, 
issue ‘Fitting Army Feet Is A Full 
Time Job’.” 


+ * * 


E. S. GERBERICH, president of the 
Gerberich-Payne Shoe Company, 
Mt. Joy, Pa., says: 

“It is of first importance that the 
boys and girls of school age shall 
have shoes that properly protect 
their feet and their health. As we 
approach the cold and rainy sea- 
son, shoes made with lightweight 
and loose fibered soles will not stand 
the test, and if the health of the 
boys and girls will be at stake, | 
am quite sure that the Mothers will 
make their needs and wishes known 
in an effective way.” 


GEORGE BRANNAN of Morrilton, 
Ark., observant traveler that he is, 
says: 

“In the limited territory which | 
cover for the Brown Shoe Company, 
1 have done considerable browsing 
about in these stores and I find that 
under the counters, on top of shelv- 
ing, back of windows and in ware- 
rooms, there is a large accumula- 
tion of obsolete and unused window 
fixtures, as well as counter fixtures, 
made of steel and other needed 
metals. 

“An appeal from you, through 
the Boot AND SHOE RECORDER, 
would no doubt bring out several 
tens of this needed material from 
the source mentioned. Haul out the 
scrap.” 

The amazing thing about these 
scrap drives is that Americans are 
such squirrels. They tuck things 
away against possible future use 
and then forget about them. 








It’s a good thing to clean house 
and when it has the double empha- 
sis of patriotic purpose, it is twice 
valuable. * * « 


JOSEPH H. HELLERMAN, secre- 


tary-treasurer of the Warsaw Shoe 
Corporation, Warsaw, Indiana. 
says: 


“As a reader of Boot and 
Shoe Recorder for over 20 
years, I protest the advertise- 
ment, page 99, in your copy of 
October 24, 1942. 

“We, the same as all other 
retailers, are short of help— 
November 2nd, 3rd and 4th are 
three days right in the heart of 
the Fall selling season—yet, I'm 
using these three days to buy 
my next season’s requirements 
in order that a dozen shoe sales- 
men may save time, money, ga* 
and tires later on. 

“For your information, | 
have been reclassified in 1A for 
service. If I pass, I'll be in ser- 
vice around the first of the 
year. 

“In the meantime, being on 
the sidelines, I’m going to help 
the war effort all I can by buy- 
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ing bonds, and by saving some- 
one else’s time, gas and tires by 
attending the shoe convention 
next week.” 
* 7 * 
IRWIN D. WOLF, vice-president of 
the Kaufmann Department Stores, 
Pittsburgh, Pa., at a special meet- 
ing of about 400 retailers.held by 
the National Retail Dry Goods As- 
sociation at the Hotel Pennsylvania, 
said: 








“The word ‘hoarder’ may become 
the term of opprobrium in this war. 
If enough retailers think there won’t 
be an order, there will be an order. 
Government is much concerned bv 
the current ‘avid buying’ by retail- 
ers and asserted retailing would be 
judged by the number of ‘bad ap- 
ples’ who are piling up bigger in- 
ventories. Retailers must watch 
their step continuously, always bear- 
ing in mind the fundamental objec- 
tive of winning the war.” 

A resolution pledging retailers to 
take voluntary steps to hold down 
their merchandise stocks so as to 
make an inventory limitation order 
by the WPB unnecessary, was unan- 
imously passed at this special 
meeting. 

* ” a 
GEORGE B. HESS of N. Hess’ 
Sons, Baltimore, Md., in a half page 
advertisement, fights the Battle of 
Shoe Leather and says: 

“Your boy in the Army has first 
call on the best quality leathers 
America can produce because his 
equipment must be the best and the 
sturdiest possible. However, the shoe 
industry is resourceful and we, as 
retailers and designers, have worked 
to bring you shoes that are stylish, 
and substantial—shoes which we are 
proud to sell under the ‘Hess’ name! 

“Even though there is no short- 
age of footwear, we must engage— 
NOW — in the Battle of Shoe-Leath- 
er, and we must win it with the 
weapon of conservation! 

“We suggest these four ways to 
make your shoes last longer: 
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1. The Brush and Polish: Clean leather 
resists wear. Brush and clean your 
shoes regularly. We will gladly recom- 
mend the polish best suited for your 
shoes. 

2. Shoe Trees: Keep the shoes in shape 
—allow them to dry properly whether 
they’re wet from perspiration or damp- 
ness. Don’t dry wet shoes over heat— 
it cracks the leather. 

. The Cobbler: Shoes should be repaired 
before the wear goes too far. Here at 
Hess we take pride in our own repair 
department, where skilled shoemakers 
rebuild your shoes. 

4. Alternate Pairs: All shoes require a 
day of rest so that the insoles and lin- 
ing can thoroughly dry out. Shoes worn 
alternate days will last much longer 
than the same two pairs of shoes worn 
steadily. 


“Hess Fitting Service 1s More 
More Important Than Ever Today. 


ow 





“Fortunately the famous Hess ex- 
pert fitting service is at your service 
in these difficult times when foot 
comfort is so important. 

“Let us work together to win the 
Battle of Shoe-Leather. Don’t hesi- 
tate to drop in and ask our help in 
getting longer wear from your shoes. 
We're at your service.” 








ONE subject never, never dies— 
SIZES. Earl H. Davis of Lansing, 
Mich., employs a sales girl, Irene 
Boniece, who has an artist fan who 
sends her interesting cartoons perti- 
nent to the craft. Here’s one of the 
masterpieces! 

And by the way, the Boot aNnp 
SHoe Recorper has been going to 
the Davis’, father and son, since 
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1904, when the business was in 
Evart, Mich. For a time, Earl H. 
Davis was advertising manager of 
the Guarantee Shoe Company, San 
Antonio, Texas, when his weekly 
reading of the Boot anp SHoe Re- 
CORDER was part and parcel of his 
shoe life. 

So it is that the chain of friend- 
ship is linked to shoe men every- 
where by their weekly reading of 
the Boot anp SHOE RECORDER. 








“Buy War Savings Stamps and 
Bonds every pay day.” 

















“Don't worry—they won't sting, | keep them to supplement my suger ration. 
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* Washington Newsreel * 


EXCESS stocks of heavy sole leather frozen in the hands 
of shoe manufacturers, tanners, or other sole cutters by 
Conservation Order M-80 will not be released for 
civilian consumption, the WPB Leather and Shoe Sec- 
tion has announced. Order M-80 requires all sole cut- 
tere to set aside all cut innersole and outersole leather 
of military weight and quality for military and lend- 
lease use. All stocks of sole leather not of military 
weight and quality are available for civilian use. 

As a result of the order, supplies of heavy sole 
leather have been accumulating in the hands of cutters 
faster than they are used in military or lend-lease shoes. 

However, it has been decided to build up a reserve of 
such leather as a contingency against a shortage of 
hides or leather in the future. It is believed desirable 
to follow this policy rather than release the sole leather 
of military weight and quality for civilian use, hecause 
of war uncertainties. 

A plan is being considered which would relieve sole 

cutters who find that hardship is resulting from the 
excess amount of such sole leather heing carried in thei: 
inventory. 
A SPECIAL provision under which mail-order houses 
and others have been permitted to ship men’s rubber 
boots and rubber work shoes to consumers whose 
orders were postmarked before midnight Sept. 29, when 
rationing of these goods was announced, was with- 
drawn Oct. 15 by OPA. From now on, consumer sales 
even by mail order may be made only to persons who 
surrender ration certificates. 

With this one exception, all sales to consumers have 
been under the regular provisions of the ration order, 
requiring the seller to collect a certificate from the 
buyer, since Oct. 5. The special provision for shipment 
without collecting a certificate from the consumer was 
included in Ration Order No. 6 (Men’s Rubber Boots 
and Rubber Work Shoes) as originally issued, in order 
to give time for clearance of orders that were in the mail 
before the effective date of the freeze of sales with which 
rationing began. As ample time for the clearance has 


<_ ._§ 
STYLE INNOVATIONS UNDER M-217 


Mary Zachary is shown with some samples of new femi- 
nine footwear exhibited in New York last week. They are 
war-time shoes, soles being mostly of wood or plastic im- 
pregnated cotton cord, said to be durable and waterproof. 
To be allowed extra latitude in color combinations pro- 
vided under M-217 for shoes with soles made from other 
materials than leather or rubber, government regulations 
peerdies non-use of critical materials must be strictly 

served. 
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elapsed, the provision is revoked by Amendment No. 2 
to Ration Order No. 6. 

M ORE than 207,000,000 pairs of shoes were in the 
hands of retailers on July 1, 1942, while consumers at 
the same time had 50,000,000 pairs of new shoes in 
their closets which they had purchased ahead, mainly 
because of rumored shortages. 

This cheerful splash of bright color in an otherwise 
drab picture of reported scarcity of most everything that 
is worn, eaten or used has been revealed in a survey by 
the Department of Commerce. The Department, armed 
with a great array of figures and facts, gave the assur- 
ance that there are ample supplies of leather footwear in 
the United States for the remainder of this year and 
for 1943. The study, it was pointed out, puts to rest 
reports that strict rationing will be necessary in the 
immediate future. 

Monthly production of shoes during July and August 
was in excess of 40,000,000 pairs. This rate of output 
has been higher than the rate of retail sales so the 
present year is likely to close with substantial retail 


inventories. 
* * - 


DESPITE the fact that per capita consumption in the 
United States is at least one pair greater than in the 
next largest consuming area, the Department of Com- 
merce survey shows that leather footwear will continue 
to be in ample supply for all needs. In the pre-war 
years of 1938, per capita consumption in this country 
was 3.1 pairs as against 2 pairs in Canada and 1.9 pairs 
in the United Kingdom. This contrasts with less than 
one pair per inhabitant in many central European coun- 
tries where many peasants cannot afford to wear leather 
shoes the year around. 

Although the facts about shoes have been generally 
known, economists of the Department commented that 
as rapidly as stories about impending rationing were 
disproved in one locality, similar reports have been 
received from other sections. The most recent repetition 
was due to misunderstanding of recent OPA orders 
freezing supplies of heavy rubber footwear and sub. 
jecting it to strict rationing. 

The order applies principally to the type of rubber: 
shoes used in industry and by farmers and other out- 
door workers. The erroneous interpretation of this 
special order brought forth the report that it was a 
prelude to rationing of leather footwear and caused over 
buying by consumers. 





Fashion Right and M-217 Right 


JeT bead ornaments on shoes are a natural 
this season. They are part of the vogue for glit- 
ter on dresses, coats and hats. Jet gives a 
sparkle to black clothes more subtle and strik- 
ing than colored beads or sequins. Jet buckles 
are taking the place of steel—out for the dura- 
tion—in some high style manufacturers’ lines. 
On this black kidskin sandal the jet trimmed 
petal ornament makes an usually beautiful shoe 
for wear with the new short skirted dark evening 
dresses. We have already talked about the prac- 
ticality of dark colors for dressy shoes and 
dresses which will be worn to evening affairs 
on trains and buses. See Fashion Shorts. 
Oct. 10 issue. 

M-217 may have forbidden contrasting colors 
on leather and rubber soled shoes, but it has 
nothing to say against contrasting leathers in 
matching colors. Smooth and suede leathers, 
both in Turftan, make an outstandingly smart 
shoe in the model shown here. Both pullovers 
from C. E. Nelson, Inc. 


FASHION SHORTS... 


Strictly Law-Abiding Two-Color Shoes 


THESE two two-color shoes are strict- make it all right. Saddles can be made; the government regulations. The 
ly law-abiding. Why? spectators are all right; so are contrast wooden soles used on the two shoes 
Restrictions: on color combinations trimmings; always provided that the shown here are from Sterling Last 
in Conservation Order M-217 are all shoes are made on soles other than Corp. The saddle oxford is from I. 
too familiar to all of us. “After Sept. leather or rubber. Always provided, Miller; the black oxford with contrast 
12, 1942” . . . so runs the order,.“no also, that the colors conform to trim is from Grossman’s Shoes, Ine. 
person shall put into process any leath- 
ers or fabrics for the manufacture of 
footwear of more than one color... . 
This restriction shall apply to the color 
of stitching, lacing and binding, but 
shall not apply to the color of linings 
and soles.” Out went the classic spec- 
tator, the saddle oxford and many 
other shoes in two or more color com- 
binations. 
But, a few paragraphs further on 
and what do we see? “Exceptions to 
Paragraphs C and D above .. . 1. 
Footwear the soles of which are made 
wholly from materials other than 
leather or rubber (which may, how- 
ever, utilize leather for hinges or for 
tabs, heel inserts or other non-skid or 
sound-proofing features covering not 
more than 25 per cent of the area of 
the bottom of the sole) .” 
Eureka! Then wooden-sole shoes 
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A.view of the Dr. Locke 
Shoe Department at the 
May Co., Los Angeles, Calif. 
Shoe fitters working, front 
to rear, are Bob Hearne. 
Ben Scholtz and Neil Carr, 
each a specialist in his work 
and in the selection of 
proper shoes for fit, comfort 
and satisfactory service 


WAR ACTIVITIES 
Call for Better Shoe Fitting 


LET'S CONSIDER A TYPICAL DAY AT THE MAY CO., LOS ANGELES, 
WHERE, DURING THE COURSE OF BUSINESS, ARE SERVED THE HOUSE- 
WIFE, THE WAR-WORKER AND THE FACTORY WORKER WHO, MORE 
THAN EVER BEFORE, RELY ON THE BENEFITS OF GOOD SHOE FITTING 
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Above: Shoe fitter Hearne determines the type vf last 
needed for his customer’s foot, which is definitely a bunion 
type. He has measured both feet—first without the body 
weight and then with full body weight, in order to deter- 
mine the last he will recommend. In this picture, note that 
Mr. Hearne is explaining to his prospective customer the 
reason this last is needed for her particular foot and is 
peinting out that her foot requires a wide tread and needs 
extra depth built into the last over position of bunion joint. 


Above, right: Mr. Hearne’s customer standing in the shees 
he recommended as best suited. Now he is checking the 
fitting to his own satisfaction and that of his customer 


Right: Ben Scholtz examining a feot that is short and wide, 
a typical thick foot. He is explaining that this type of foot 
enjoys comfert frem a walled toe last, with short vamp. 


COMFORT, fit and service, which the War Production 
Board’s Conservation order M-217 is stressing today— 
are features which The May Co. in Los Angeles has 
made part of its policy for many years. 

Just recently The May Co., put on a shoe promotion 
built around a slogan originated by Paul Kirsh, buyer 
and manager of the main floor shoe department: “Keep 
An Eye On Your Feet”. This slogan was used effec- 
tively in newspaper, store and window advertising, with 
a sub-head reading, “Best means of locomotion.” 

Acting on the suggestion of A. U. Bishop, advertising 
manager of The May Co., that it would be timely if 
something be done for the store employees prior to the 
demonstration, a shoe clinic was held in the shoe de- 
partment with the idea of furnishing fit, comfort and 
service pointers to the store’s own employees. 


Many things are happening which make proper fit- 
These observations, 
therefore, are written for the information of all earnest 


ting of paramount importance. 


shoe fitters. 

They will serve to refresh the fitting technique of 
many old timers with their years of practical fitting 
stool experience, as well as to give some of the rudi- 
ments of proper fitting to those who have recently 
entered the field. 

War conditions demand that the civilian population 
use its collective feet more and more in work, in plea- 
sure, and in saving needed war materials. This means 
that shoe fitters have a far greater responsibility than 
ever before to make certain that the proper shoe is on 
a customer’s foot. 

Customers today make a most reasonable demand 





when they buy shoes—that they be given the right size 
in the right last for their individual feet. Good shoe 
fitting which will make repeat customers contributes 
that highly important service to the war effort. 
Remember, treating a person as he or she wants to 
be treated is an art, and it takes an artist to build up a 
worthwhile personal trade in these days of restricted 
merchandise. The best instrument in the world is use- 
less in the hand of a person who does not know how to 
use it. Each foot presents an individual problem to be 
solved correctly. There are many types of normal feet, 
and a number of differing conditions which occur when 


feet are abnormal. 

The careful fitter must prove his worth by being able 
to determine the proper type of last, as well as the right 
fitting. He must be skillful enough to convince the 


patron of these facts. 


These pictures were posed exclusively for Boor anp 
SHOE Recorper to illustrate the care taken in fitting in 
this department within the large general women’s shoe 
department. They also show how this special depart- 
ment has built business by making certain that the right 
last and the right fitting are determined. 

It is essential to remember that a shoe fitter with 
technical knowledge of feet at his command is a valu- 
able asset both to his store and to his patrons. Let’s 
not abuse the privilege by using this knowledge im such 
a way as to frighten customers when discussing their 
foot problems. “After all,” say the May Co. executives, 
“we are dealing with lay people, and the policy of 
The May Co. is and always has been, that if we find 
customers in need of medical attention, it is suggested 
they see a foot specialist or a medical doctor. 

[TURN TO PAGE 28, PLEASE] 


Left: This shows Mr. Scholtz’s customer fitted with the type 
of shoe he recommends for her foot. He is explaining to 
her the construction of the shoe with the inner border 
wedge which enables the body weight to be distributed 
equally. Mr. Scholtz is using.a model plastic foot to illus. 
trate the special features of the shoe in closing a sale. 


Below, leji: Neil Carr has an entirely different foot to fit. 
His customer is wearing a 10 B. Her foot is long from ball 
tot heel. and he is fitting her with gypsy type with 15/8 heel 


Below: Mr. Carr has a skeleton foot and explains to his 
customer why he has recommended this type of last for 


her foot. A demonstration like this is often very effective 
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EDITOR * BOOT and SHOE RECORDER 


Rationalizing the Ration Rumor 


DEATH comes to every man somewhere, sometime but 
that’s no reason why a business man should go around 
with a long and lugubrious face and thinking that 
every wild rumor is another pat of the spade in his 
face. Live each day—valiantly. 

We have had a number of letters from retailers from 
all parts of the country saying that they are “afeared” 
that shoes and clothing will be rationed on and as of a 
November date. Well, they must know a whole lot 
more than we do and we are certainly keeping our daily 
Washington contacts; and have no time-table fears as 
to when and how rationing is going into effect. Only 
if dealers create a “consumer panic” for shoes will 
rationing be summarily clamped on shoes—or some 
dire emergency—otherwise it will appear only after 
careful study and proper warning. 

One merchant writes: “These are my puzzling ques- 
tions: (1) Is rationing coming before the first of the 
year? (2) How much time will the merchants be given 
to get their stocks in order? (3) Will the rationing be 
on a pair basis or on a money basis?” 

Well, your wild guess is as good as mine. But 
let’s rationalize out the rationing situation as we 
see it today. We don’t expect it to go into effect 
immediately—and perhaps never, if the shoe in- 
dustry behaves itself. The trade’s record of be- 
havior isn’t so good, when you see retail adver- 
tisements . . . “Not Over Two Pairs Per Person” 
. -- You'll Not Be Able To Get These Shoes When 
Rationing Comes” . . . “You Had Better Have An 
Extra Pair on Hand”... and all sorts of come- 
ons based on the same themes. 


Sure, rationing is inevitable if we follow the path of 
panic (which we are evidently doing). But Washington 
is not going to leave a single man, woman or child in 
America barefooted. It’s time for all shoe men to re- 
train the excesses. The public is beginning to under- 
stand—and there are natural forces already at work 
reducing that extra, extra shoe business. The honey- 
moon and harvest are over. It was a good long sixteen 
months of sweet selling. 

Regulation M-217 puts a restraint upon two-tone and 
styling and that’s about all it does. But two-tone shoes 
were a little bit on the wane, anyway. The public was 


getting saturated with them. The war mood of the pub- 
lic, in the Summer time, to wear two-tone shoes during 
the work hours of the day was changing so swiftly that 
many a store figured out that it had better get away 
from two-tones, particularly in men’s shoes, or they 
would be shelf warmers for the duration. 

It wouldn’t hurt this trade of ours if we set a dead- 
line for all two-tone shoes—some convenient date, such 
as September 1, 1943—for by that time even the most 
sluggish stock should vanish. Boy, oh boy, wouldn’t it 
be just too bad when, if rationing came in and this 
public of ours wouldn’t want two-tone shoes! Wouldn’t 
that do something to the operators who have been cut- 
ting uppers like made to get the cream of the trade 
demand, while the getting was good. Someone has put 
it: “You can get too smart for your own little britches.” 
Yet we saw a stock of two-tone shoes that was held by 
a jobber who would have gladly sold them for haif the 
cost price three days previous to M-217 but who was 
able to get the full ceiling price for them the minute 
the Order appeared. (Lucky guy!) 

The only thing for a merchant, anywhere, to 
do is to keep himself in fighting trim and his 
stock so clean in sizes, widths and types that no 
matter what happens, he knows that he is going 
to have salable shoes instead of dead-enders. 
Preparing the way for possible rationing is good busi- 
ness but to answer (2) and (3)—now is the time to 
get your house in order and not wait for any extra 
time or extra consideration by a rationing board for 
the peculiarities of shoe retailing behavior. 

Rationing, if it does come, will certainly not be on 
a price basis; because people wear shoes, they don’t 
wear prices. No man possesses enough wisdom to be 
able to look into 133,000,000 persons pockets and tell 
each and every one what they’ve got to pay for such a 
variable thing as shoes, covering feet that are as va- 
riable as fingerprints. 

So, to sum it all up: Don’t start promoting 
fears to sell more shoes. Give thanks for the reg- 
ular business you get, in the regular way. You 
could almost paraphrase the song: “Praise the 
Lord and Pass the Ammunition” to a merchant 
melody: “Praise the Lord and Pass the Sizes.” 
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UNDER M-217, 
WHAT'S THE VALUE 
OF JARMAN’S 














Style has been drafted! Conservation Order M-217 brings war’s stern 
reality right into your display window. One thing, and one 
thing only, can be depended upon to guide your customers through the maze 


of more or less “standardized” shoes next Spring . . . Confidence in the 





maker. The Jarman name is instantly recognized as a familiar friend when 
men see it in your window displays and in your advertising. It is a name that 

has inspired customer confidence. By consistent national advertising, fine 
leathers, expert workmanship and distinctive friendliness of fit, Jarman 
has built the kind of customer confidence that will bind regular 


customers to your store for the duration, and for the years to follow. 


THE SHOE HORN SELLS THE NEXT PAIR TOO 
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TO RETAIL AT 


58,8" 


MOST STYLES 


JARMAN SHOE COMPANY @ A Division of General Shoe Corporation @ NASHVILLE, TENNESSEE 





MEN’S SHOES 





AFTER THE WAR 


THE military footwear being worn by the army, navy 


and marines today is certain strongly to influence men’s 
civilian shoes after the war. This influence will be on 
sizing, lasts and styles. The fitting and merchandising 
of men’s shoes will be quite different after the war. 

The feet of our fighting men are going through some 
definite changes in size, shape and development. Also, 
a new “consumer psychology” is developing among 
these millions of men. After the war they will not go 
back to the same sizes, lasts and styles they wore before 
the war. Retailers of men’s shoes will find themselves 
confronted by many new buying, fitting and selling 
problems. They should understand what is happening 
now in men’s shoe trends and be prepared to meet the 
new conditions after the war. It might mean substan- 
tial savings in money and headaches. 

The writer, after a careful study of military foet and 
shoe problems, has noted some outstanding facts. Per- 





haps most significant is the common military practice 
(army, navy and marines) of issuing shoes larger in 
size than the men wore in civilian life. Not simply a 
half or full size larger, but often two and three full 
sizes (both in length and width). 

Because of past experiences and the flood of foot- 
welfare propaganda in recent years, military officials 
are extremely wary of short and narrow shoes. Their 
over-cautious attitude is: “A shoe plenty large is far 
better than one too small.” 

Now, let’s see what effect this practice will have. 

Military authorities seem to agree that this war will 
last from three to five years. Add another year before 
our reservist army and navy are returned to civilian 
life. During this long period the feet of these men will 
have become “conditioned” to an entirely different kind 
of footwear (lasts, sizes, weight, construction and con- 
ditions under which they are worn). 

















EFFECTS OF MILITARY SERVICE AND WEARING OF ARMY FOOTWEAR 


ON DESIGNS AND FITTING OF THE FUTURE, AS SEEN BY A PRAC- 


TICAL SHOE MAN FAMILIAR WITH ARMY AND NAVY SHOE PRACTICE 


Most important part of a soldier’s uniform are his 
shoes, as any private will attest after a 10-mile 
march with full pack. Photograph on opposite page 
shows soldier being measured for size while holding _ 
two 40-pound weights to enable the shoe-fitter to 
determine how much his feet will spread under 80 
pounds of pack, rifle, overcoat and equipment. 


Now, all reliable orthopedic authorities agree that 
the feet of persons who habitually wear civilian foot- 
wear are relatively undeveloped and weak, not only be- 
cause of a certain percentage of ill-fitting and improper 
lasts, but because we accept matter-of-factly that shoes 
must fit snugly to be correct. As a result, complete foot 
development has been seriously restricted; our feet are 
smaller and weaker than Nature intended. Imagine 
your arm in a sling for years. Eventually its tissues 
would waste away from inactivity; it would be feeble 
and flabby. But the other arm would be large and 
strong because of its freedom of use. We have only to 
compare the feet of our shoe-wearing peoples with those 
of unshod natives. The natives’ feet are far stronger, 
bigger and more flexible than ours. 


Now, literally overnight, the feet of ten to fifteen mil- 
lion young men are put into shoes allowing full foot 
freedom and development—something they were not 
permitted in civilian life. The foot muscles quickly gain 
strength and bulk and flexibility. The feet of the 
younger men who are still growing (17 to 22 year-olds) 
will develop their full physical possibilities. What 
would have become, in civilian life, a size 8C foot will 
now become a 10D—the difference between limited 
and unlimited development. 

All this will have one outstanding result: The feet of 
these men will be much bigger after the war. Why? 
The exercise and marching of military life—and most 
importantly, the greater foot freedom allowed by the 
roomy military footwear. 

See the future effect on sizing! The young man who 
wore a 7C before he entered the army will return to 
civilian life needing an 814E. His feet will feel cramped 
in the old 7C. His bigger feet will demand bigger shoes. 
He is too accustomed to foot freedom to change back 
to the old, snug-fitting sizes of previous years. 

The retailer’s size range will face changes. The pop- 
war 7-to-1l1 range may be replaced by an 81-to-13 
range, or larger. And, of course, shoes will be propor- 
tionately wider. 

Lasts, too, will be more standardized, with the trend 
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perhaps toward the fuller, more conservative models 
similar to the present military patterns, and the blucher 
pattern coming into stronger favor. 

The move toward standardization is already in prog- 
ress, with priorities on leathers and other materials cer- 
tain to reduce the number of styles and lasts. A certain 
percentage of the retailer’s merchandising gambles in 
sizing, lasts and style problems‘may be reduced. There 
will be fewer “white elephant” shoes to gather dust on 
the shelves and cut into profits. Stocks will be more 
staple and conservative, and to some degree (more than 
now) it will continue after the war. Such standardiza- 
tion of stock, because it reduces merchandising gam- 
bles, will be definitely to the retailer’s advantage. 

Also, because of the trend toward fewer and more 
conservative patterns, foot troubles should have a sharp 
decline among men. Retailers will have fewer headaches 
from customers’ shoe and foot complaints. 

Thus, to summarize present foot and shoe conditions 
in the army, navy and marines—and their effect on 
men’s civilian footwear after the war—we find the fol- 
lowing facts: 

1. Larger sizes are being fitted to the men in uniform. 

2. Feet are becoming accustomed to roominess in 
shoes. 

3. Feet are getting bigger because of the chance for 
growth, exercise and full development. 

4. Men are becoming “conditioaed” to the styles and 
lasts of military footwear. 

The future effects on men’s civilian footwear will 
probably be: 

1. A larger or longer popular size range. 

2. A demand for more conservative style patterns 
(broad toes and blucher cuts, especially). 

3. A demand for lasts similar to the present mili- 
tary types (full and conservative). 

4. Less call for varieties in styles and lasts. That is, 
a trend toward fewer of styles and a greater degree of 
simplification in lasts. 

5. A demand for comfort. 

There is one important point that retailers—the whole 
shoe industry, in fact—should realize at this time. The 
industry will not dictate the styles-to-be for the male 
consumer. This time the men will, by their demands} ~ 
exert great pressure. . ee 
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A SANTA head cut out of compo board and mounted 
on blocks so that it clears the natural wreath that is 
attached to the background, a red, white and blue ribbon 
bow on the wreath just over the point where the painted- 
on streamer passes under the wreath, a few silver and 
blue stars scattered here and there, and you have an in- 
expensive background that ties in effectively with the in- 
store decorations suggested in the first article of this 
series, planned to dramatize the sentiment and patriot- 
ism which will characterize Christmas, 1942. In place 
of the heading used here we suggest repeating the slogan 
used in one of the in-store displays, “It’s up to us at 
home to preserve the things they are fighting for.” 

In a recent Lord and Taylor fashion display was 
featured a letter received from an Army man who said 





Large green wreaths frame 
the letters of the word 
“Gifts” in this background. 
Red, white and blue ribbons 
support the wreaths. Drape 
idea above window uses 
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that men away from home idealize their women at home, 
and would feel let down if they returned and found them 
not dressed to the tops. They feel the same way about 
Christmas. They like to feel that we are carrying on. 
You could add further atmosphere, and a very timely 
suggestion, to the window idea given here by placing a 
small tree (or a substitute, if your community doesn’t 
receive many trees) trimmed with strung popcorn and 
the other old-fashioned decorations. 

In such a setting display those acceptable gifts that 
will be more than welcome to those who need them— 
shoes, hosiery, warm slippers, galoshes, leggings— 
and you will be completely dramatizing this year’s 
Christmas spirit. 

Another idea would be to use the Santa background 
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patriotic colored ribbon 
twined around’ evergreen. 
Sketch B 
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Left: A large Santa head cutout spotlights the 

Recorder Christmas headline theme. Red, white 

and blue ribbons and the conventional wreath 
carry out the double purpose idea. 


for children’s gift suggestions, and another background 
for the adult gifts. Sketch B is a simple but effective 
background made with a minimum of expense. The 
word GIFTS is lettered in white on round cards 
fastened to the background. Over each card is placed a 
wreath. Red. white and blue ribbon is laced through 
the wreaths from the top of the background, and a few 
stars are scattered about. These may be blue or silver. 
In the same sketch is shown an idea for an inside 





PART TWO IN THE RECORDER'S PLAN FOR A HOLIDAY 
FOOTWEAR PROMOTION COUPLING THE PATRIOTIC 
THEME OF THE PRESENT WITH THE CHEERY CHRIST- 
MAS ATMOSPHERE IN WINDOW DISPLAY SUGGESTIONS 





standing still. A fan placed to give a little motion to 
loose leaves or ribbons in the background will catch 
the eye of many passing by. And be sure to arrange gift 
items in groups for visibility. Having them all mixed up 
simply makes it more difficult for the window looker 
to see and analyze your gift suggestions. Use price 
cards, and brief descriptions where needed to point out 
special features; gift shoppers want to know prices. 
Three years ago Best’s, New York, used a miniature 
Santa Claus house through the window of which a Santa 
only 31% inches tall could be seen moving around—the 
old mirror trick, and a good one. Altman’s let the kids 























Red, white and blue 
bands extend from 
edge of background in 
this window decora- 
tion, to edge of green 
wreath which frames 
a timely message. A 
large gift coupon, 
framed with holly 
leaves puts over this 
Christmas promotion 
idea if shown as a 
complementary part oj 
the window decora- 
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valance for the windows which can also be used with 
good effect outside the windows. If used outside be sure 
the ribbon is fast color. Outside decorations have been 
used extensively again the last year or two after being 
somewhat out of the picture for a while. Dimouts and 
light conservation will hamper attempts at elaborately 
lighted sets this year, but need not prevent the use of 
simple arrangements. And these, plus softly played 
Christmas music (recorded), will gain much favorable 
attention. If you think too much stress is placed on the 
music idea, remember that, when it is played softly, so 
that it strikes the ear of the person just in front of the 
store, he will instinctively hesitate and look for the 
source. Blaring music would be no good; it’s the 
subtlety that does the trick. 

Motion is also good in windows when many small 
items are shown. If the tree we mentioned were placed 
on a turn-table it would get more attention than one 
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talk to Santa over the phone and tell him their wants. 
With receivers hard to get you can invent a special 
“Santa Phone” and invite folks to use it. Idea is to get 
name and address and name of parent and send a card 
or note, as a tie up. “At our store Blanche told Santa 
she wanted so-and-so. We're sure she would also like 
——very much. If you’re wondering what to give her, 
why not stop in?” 

Ingenuity counts always, but more than ever at 
Christmas time. The nice part of it is that many of the 
best ideas cost little. Lord and Taylor once used tall 
spruce trees at the entrance, entwined with bells. Inside 
on an upper floor, Christmas trees of silver, gold, white 
and green were hung with laquered clothespins, glazed 
apples, red pretzels, blue felt bows and old electric 
light bulbs dipped in bright colors. Try to create some 
special feature this Christmas to get your store talked 


about. 




















It’s All in the Family... 


That's the Story of L. V. Marks & Sons Co., Cincinnati, Ohio. L. V. Marks, 


Now 82 and Still Active Head of the Firm, Is Now in His 66th Year in the 


Trade with His Four Sons Associated with Him in the Business. 


T isn’t often that our Father and Son series becomes 
plural. This one is Father and Sons. for at 534 Syca- 
more Street, in the city of Cincinnati, Ohio, is the 
women’s shoe factory of L. V. Marks & Sons Company, 
a business jointly managed by Leslie V. Marks and 
not one, but four sons. 

The company may be said to have had its origin on 
Feb. 7, 1877, when, on his seventeenth birthday, Mr. 
Marks made his debut in the shoe industry, becoming 
associated with the Plaut & Marks Shoe Co. Seven years 
later, he formed a partnership with Fred Lederman, the 
firm name being Lederman & Marks. In 1890, follow- 
ing the liquidation of this partnership, he organized 
the Plaut & Marks Shoe Manufacturing Company which 
was succeeded, at the turn of the century, by the L. V. 
Marks & Co., later to become the title as it is today. 

As his four sons completed their education. they were 
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Shown above, left to right: Maxwell S. Marks, 

treasurer; Emanuel S., in charge of production; L 

V. Marks, Sr., president, seated; Lester ¥. Marks. 

merchandising and advertising manager, and Julian, 
vice-president. 


trained to take responsible positions. Julian S. Marks 
and Maxwell S. Marks entered the business in 1922. 
Emanuel S. Marks came into the business picture is 
1929; and the fourth son, the youngest, Lester V. Marks, 
entered the business in 1937. 

Mr. Marks. senior, is still active and president; Julian 
is vice-president, handling finances; Maxwell, treasurer, 
is also in charge of sales; Emanual supervises produc- 
tion, and Lester is responsible for merchandising poli- 
cies and advertising. At the time this was written, how- 
ever. he was momentarily expecting to be inducted into 
the fighting forces of Uncle Sam. 
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CHICAGO 


NOVEMBER 2, 3 and 4 
+ % 


BRING ORDERS 
OUT OF CONFUSION!! 


ADVERTISE IN BOOT AND SHOE RECORDER'S 


SHOE FAIR DAILY 


THE BUYERS DIRECTIVE IN CHICAGO 


* * 


NATIONAL SHOE MARKET WEEK 
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ERR IS 





HUMAN”... 





IT’S a well known fact in the pub- 
lishing field that to print something 
that is in error is a good way to 
get an idea of the paper’s read- 
ability or circulation by the numbe: 
of letters or calls the paper gets 
calling attention to the mistake. 
This worked out recently for the 
Boot Shop, in 


Rosen Memphis. 


Tenn., through an _ unintentional 
mistake made in one of the store's 
window displays. The display de- 
picted a professor of mathematics 
pointing out an algebra problem to 
a student who was very much at 
ease in his chair. The error was in 
the problem marked on the black- 
board. But let Eldon Roark. of 
the Memphis Press-Scimitar, tell it 
as he did in his column “Strolling” 
in that paper. “Something Wrong 
Here.” he titled his column for that 
day. 

“It obviously isn’t an advertising 
trick to attract attention for oné 
person in a thousand—yea. not one 
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So Goes the Old Adage but Here's an Error That Needed No 


Apologies. 


An Unintentional Mistake in a Window Display 


Brought Widespread Local Publicity for This Shoe Store 


Here’s the window that caused all the “trouble,” 


only in this case, the 


store certainly did not 


classify the error that way, for despite the novelty 
of the actual display, it would hardly have drawn 
as much attention as did the one little mistake on 


the blackboard. 


in ten thousand-—will notice the 


mistake. So evidently somebody at 
the Winthrop Shoe Co. is just grog- 
gy. Maybe the war has got him. 
“John Reece, safety engineer for 
the Hartford Accident and Indem- 
nity Co., called up to report the 
matter. In the window of the shoe 
store at Madison and Second, he 
said, was a small “professor” stand- 
ing before a blackboard on which 
A right 


he had worked a problem. 





triangle was drawn on the board, 
with each of its two sides 24 inches 
long (or 24 miles, it doesn’t mat- 
ter), and the problem was to find 
the length of the hypotenuse, or the 
third side, the diagonal. His calcu- 
lations were on the board, and he 
had arrived at 48 as his answer. 
“That, Mr. Reece said, was wrong 
-all wrong. He suggested that | 
go by and take a look. 
[TURN TO PAGE 28, PLEASE} 
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Localized Tat Factores 


te Sewing — 


Shoe manufacluhors—teday, in retail stores everywhere, the shoes of 
many manufacturers are making or maintaining a reputation for fine 


fit ia all sizes and widths because they are made over United lasts. 


-Uimiucan afoot —Nilions of shoes on the active feet of young and old 
Americans — students, workers, housewives, and Service men, fit bet- 
ter because the original models were made by United craftsmen and 
the lasts produced by the latest technical processes. 


-the WarLlfpot — Part of the United Last Company's manufacturing 


facilities are engaged in war production, but United Last Factories 
will continue to give dependable service in meeting the needs of the 
industry with “Fit Foremost Lasts”. 
U N | T E D L A 5 T Cc Oo M PA N y FITZ-BROS. CO., Auburn, Maine EMPIRE LAST WORKS, Rochester, N. ¥ 
UNITED LAST CO., Brockton, Mass. KRENTLER BROS. CO., St. Lovis, Mo 
T. W. GARDINER CO., Lowrence, Moss. KRENTLER BROS. CO., Milwaukee, Wis. 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS = stewarra Porter CO., Brooklyn, N.Y. UNITED LAST CO. LTD., Montreal, P. @ 
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Three Shows Scheduled 
For November 






































delphia Shoe Travelers’ Association 
showing in Philadelphia, as announced 


nevertheless undertaken supplementary 


vice of their customers. 

A notice has gone out to members 
that there will be three salesmen’s shoe 
shows during the month of November 


and locations are as follows: Nov. 8, 9, 
10—Hotel Sterling, Wilkes-Barre, Pa.; 
r Nov. 15, 16, 17 — Hotel Neco Allen, 
: Pottsville, Pa., and Nov. 22, 23, 24— 
\; Hotel Lycoming, Williamsport, Pa. 

The notice goes on to state, “It is dif- 
ficult for salesmen to travel, and there 
has been a great demand for group 
showings. We plan to continue shows 
of this kind for the duration. There 
will be no exhibitors’ fees. This being 
a salesmen’s show, no reservations are 
being solicited from firms who do not 
have salesmen traveling in this terri- 
tory. It is not necessary to be a mem- 
ber of The Philadelphia Shoe Travelers’ 
Association to make a _ reservation. 
There are only a limited number of 
rooms in these hotels. Therefore sales- 
men are urged to combine with others 
in the same room wherever possible. 
Each salesman who plans to be at any 
or all of these shows is urged to write 
all his customers and prospects, stating 
that a representative group of shoe 
lines will be shown.” 

The merits of such a group showing | 
can be readily appreciated, and the 
elastic character of the requirements 
for attendance is likely to produce con- 
siderable diversity of display, concen- 
trated at a single point, and to enable 
the retail merchants of the various sec- 
tions, also restricted in their traveling, 
to concentrate their buying. 





PHILADELPHIA, PA.—While difficulty | 
in arranging for room reservations | 
caused the cancellation of the Phila- | 


some time ago, that organization has | 


operations that make for the better ser- | 


sponsored by the association. The dates | 


War Activities Call for Better Fitting 


[CONTINUED FROM PAGE 17] 


“Long practice has proven that it is 
best to confine our search to signs of 
| foot trouble such as callouses on the 
| ball of the foot; soft corns between the 
toes; pains under the arch, at the 
| ankle, and through the back of the leg— 
almost all of which symptoms are 
| caused by ill-fitting and poorly-con- 
| structed shoes. 
| “It is well to listen to the patron’s 
| story of her individual foot problems, 
| analyze them, and try to point out to 
| the customer the ‘warning signals,’ 
which are the forerunners of foot 
troubles. We strive to be direct in our 
| statement of facts—expressed simply 
| and courteously—and to explain that 
the type of shoe suggested will fit the 
entire foot, thus insuring proper dis- 
tribution of weight and making walk- 
ing a pleasure.” 

Bob Hearne, who has been in charge 
of corrective fitting for the past twelve 
years, says: “Fitting shoes correctly is 
a pleasure, especially when the cus- 
tomer can beautify her feet with com- 
fort. Many customers who unknowing- 





ly have foot trouble are displeased whe 
told of it, even when told in the mogt 
diplomatic way. 

“When a shoe does not exactly {jj 
the bill, blame is always placed on the 
shoe itself, or placed on the store 
where it was bought and on the one 
who sold it. Usually it is the store's 
reputation which suffers, even though 
the customer insisted on dominating 
the sale. 

“A satisfied customer is the best ad. 
vertisement for any store, and these 
satisfied customers reward one’s efforts 
by repeat business and by recommend- 
ing the individual salespersons to other 
prospects. This is shown by complete 
case records kept in our department 
which indicate that 87 per cent of our 
business is of the repeat kind from 
satisfied customers. 

“This department is making every ef. 
fort to keep ‘America Walking in Com. 
fort’ in properly-fitted shoes and be. 
lieves every shoe man should also do 
his share along this line.” 





To Err Is Human 
[CONTINUED FROM PAGE 26] 


“So I did, and I could see at a glance 
that the stere-window professor was 
off. If he were right, then a straight 
line wasn’t the shortest distance be- 
tween two points, and you couldn’t save 
a bit of distance in going from the end 
of one of the sides to the end of the 
other by taking a diagonal shortcut. 

“Still, I couldn’t point to the error in 
the calculations. As I stood there study- 
ing the blackboard, John M. Dean, real 
estate man, came along and stopped. I 
asked him if that problem in algebra 
on the blackboard was worked correctly, 
and he, too, said it wasn’t. He could 
see that. But neither could he point 
out the error. 





Morgan E. Rowlands 


PORTSMOUTH, OHIO—Morgan E. 
Rowlands, owner and manager of the 
shoe department in the Atlas Fashion 
Co., here, died recently at Mercy Hos- 








“I’ve forgotten all the algebra I 
ever knew,’ he said. 

“And about that time Gilbert Schloss, 
insurance man, came along and stopped 
to see what we were looking at so in- 


tently. He also saw the store-window 





pital following a cerebral hemorrhage. 
Mr. Rowlands was 62 years of age. 

Mr. Rowlands came to Portsmouth 
about 1898 and was employed for more 
than 27 years by Lehman Brothers, as 
manager and buyer of their shoe de- 
partment. Upon their retirement from 
business in 1932 he purchased the shoe 
department in the Atlas Fashion store, 
and continued to operate it until the | 
time of his death. 

One daughter, Mrs. Grace Prince, 
who has been credit manager of the 
Atlas Fashion Co. for a number of 
years, will continue with the operation 
of the shoe department. It will be | 
managed by Miss Mada Destocki, who | 
has been employed by Mr. Rowlands for | 
the past ten years. 




















| correctly or not. 


professor had gone haywire, but he 
couldn’t explain why. 

“*You’ve forgotten your algebra, too, 
eh?’ I asked. 

“*Algebra!” he exploded. 
geometry. I know that much.’ 

“Why, it’s full of X’s’ I argued. ‘I 
always thought anything with an X in 
it was algebra.” 

“But he stood his ground. 

“Then I went into the store to ask 
Izzy Rozen, the proprietor, if the math- 
ematics on the blackboard were his. 
He said no, the shoe company had sent 
him the window display, and that was 
all he knew about it. He didn’t know 
whether the problem had been worked 
Several men whose 
names I don’t recall were in the store, 


‘That's 


and they took a look. Yes, the answer 
looked off, all right—but they couldn’t 
explain why. 

“So, back in the office, I called Mr. 
Reece and asked him to explain the 
error. 

“‘One of the first things you learn 
in plane geometry,’ he said, ‘is that the 
square of the hypotenuse of a right tri- 
angle is equal to the sum of the squares 
of the two sides. The feliow who worked 
it on that blackboard got the rule a 
little twisted. He got it that the square 
of the hypotenuse is equal to the square 
of the sum of the two sides, instead of 
the sum of the squares of the two sides. 
So the answer is 33.9 plus, almost 34, 
instead of 48.’ 

“And that sounds just about right to 
me. Just the least little mistake in 
placing a word or a comma in a rule 
or sentence can make a whale of a 
difference, can’t it?” 





Joins Armed Forces 


BROOKLYN, N. Y.—Alfred W. Payne, 
Jr., vice-president and general mana- 
ger of S. Waterbury & Sons Co., manu- 
facturers, has entered the armed forces. 
He left for Fort Dix recently. In his 
absence, his brother Kenneth, secretary 
of the company, will carry on. 





Open Ansonia Agency 


New YorRK—A new Ansonia agency 
is opening in Bridgeport, Conn. After 
extensive alterations the store is attrac- 
tive and up-to-the-minute. Ansonia 
shoes are featured exclusively. The 
store is located at 1072 Broad Street 
and will be managed by T. H. Tenzer 
of New York City. 
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Forecasts Large Attendance at Shoe Fair 





Roger Selby Stresses Importance of National Convention in 
View of Emergency Wartime Conditions—Should 
Be Buying Event, Without Frills 


PorTtsMouTH, OHIO—A record high 
attendance at the National Shoe Fair 
to be held in Chicago on Nov. 2, 3, 4 
and 6 is expected by Roger Selby, presi- 
dent of the Selby Shoe Company, Ports- 
mouth, Ohio, and past-president of the 
National Boot and Shoe Manufac- 
turers Association. 

“The emergency war conditions,” said 
Mr. Selby, “will make this the most im- 
portant convention ever held by the 
retail and manufacturing associations. 
It should result in more direct and im- 
mediate advantages to both dealers and 
manufacturers. I expect a new high 
in attendance.” 

Mr. Selby gave as reasons for his 
statement: 

“First, the gas and tire restrictions 
are already cutting deeply into the 
salesmen’s mileage allowance. Dealers 
who expected the usual number of 
salesmen to come around with their 
samples are over-optimistic. And it is 
well within the realm of possibilities 
that even railway travel might become 
curtailed—in the interests of war trans- 
port and preservation of rolling stock. 
Therefore, it would show sound busi- 
ness judgment on the part of retailers 
to come to the Fair with plans to write 
their Spring orders right then and 
there. In other words, come to buy. 
Make the convention a real business 
event. This would work to the mutual 
benefit of both dealers and manufac- 
turers. It would be a big step towards 
helping the war effort through saving 
of transport facilities and of time and 
energy, too.” 

The second reason why Mr. Selby 
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ROGER SELBY 


urges everyone to make this a real war- 
time business meeting is the general 
uncertainty in regard to the future. 
“No one can predict,” he said, “what 
business conditions will be three or six 
months hence; how new restrictions 
and manpower inductions will affect 
the trade and manufacture of shoes. 
A retailer would be wise to take care of 
his Spring requirements right at the 
convention. Thus he will, for the time 
at least, circumvent this problem of 

uncertainty.” ‘ 
In line with the above ideas, Mr. 
[TURN TO PAGE 36, PLEASE] 


SATURDAYe 
OCTOBER 31, 1942 ¢ 


War Correspondent Is 
Shoe Club Speaker 


New YorkK.—Richard Wilson, who 
was correspondent for the United Press 
at Hong Kong before Pearl Harbor and 
who recently returned to the United 
States with the repatriated American 
diplomats and correspondents, after 
being held prisoner by the Japs for 
seven months, was the principal speaker 
Wednesday evening of last week at the 
open dinner meeting of the Shoe Club 
at the McAlpin Hotel. 

Mr. Wilson gave a realistic account 
of the situation in the Far East and 
the difficulties that lie in the way of 
a victorious conclusion of the war by 
the United Nations. He said the Jap- 
anese troops are splendidly equipped 
for the climatic conditions and kind of 
warfare in which they are engaged and 
laid special emphasis on their footware. 
In addition to regular hobnailed army 
shoes, he said, each Jap soldier carries 
a pair of rubber-soled sneaker type 
shoes to enable him to sneak through 
the jungle noiselessly and thereby carry 
out the infiltration tactics that have 
played such a prominent part in Jap- 
anese success to date. 

President Herbert Lehmann intro- 
duced as toastmaster Everit B. Terhune, 
of Boot AND SHOE RECORDER, chairman 
of the meeting committee of the club. A 
feature of the occasion was the presen- 
tation of a handsome traveling case to 
Benjamin D. Schwartz, in appreciation 
of his efficient services as president, 
during the past year in which the or- 
ganization made rapid strides. 

In addition to its usual benevolent 
activities, President Lehmann also an- 
nounced that the club has been carry- 
ing on negotiations with Washington 
for the presentation of an ambulance 
for the use of the United States Army. 
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Army Orders 4,200,000 Pairs of Shoes 





Contracts Are Awarded for Largest Quantity of Service Foot- 
wear Since Last Spring; Fifty Per Cent to Be Made 
by Five Large Manufacturers 


Boston, Mass.—Award of contracts 
to manufacture © 4,200,000 pairs of 
Army service shoes with rubber taps 
has been announced at the local Quar- 
termaster Depot. This quantity, the 
largest to be ordered since last Spring, 
is divided into two groups of 2,000,004 
and 2,199,996 pairs with different de- 
livery schedules for each. 

Analysis of the awards shows that a 
total of 2,110,000 pairs, approximately 
50 per cent of the grand total, are to be 
made by five large manufacturers— 
International Shoe Co., 685,000 pairs; 
Endicott-Johnson Corporation, 490,000; 
J. F. McElwain Co., 410,000; Brown 
Shoe Co., 325,000; and General Shoe 
Corporation, 200,000. The remainder is 
divided among 53 manufacturers as 
follows: 

John Pilling Shoe Co., 24,000. Doyle 
Shoe Co., 30,000. E. J. Givren Shoe 
Co., 34,000. The Gardiner Shoe Co, 
20,000. A. G. Walton & Co., 16,000. 
Freeman Shoe Corporaaion, 80,996. 
R. P. Hazzard Co., 64,000. A Freedman 
& Sons, 31,000. Conrad Shoe Co., 15,- 
000. Craddock-Terry Shoe Corporation, 
92,000. Bridgewater Workers’ Coop. 
Association, 20,000. A. S. Kreider Shoe 
Mfg. Co., 10,000. A. S Kreider & Sons 
Co., 12,000. 

Curtis-Stephens-Embry Co., 12,000. 
Knapp Bros. Shoe Mfg. Co., 19,000. 
Hubbard Shoe Co., 36,000. Common- 
wealth Shoe & Leather Co., 36,000. 
Allen-Squire Co., 73,000. Knipe Bros., 
20,000. Koss Shoe Co., 20,000. J. Ed- 
wards Co., 14,000. Jung Shoe Co., 13,- 
500. Belleville Shoe Mfg. Co., 56.000. 
Leonard & Barrows Shoe Co., 34,000. 
Wall Streeter Shoe Co., 34,000. Boston 
Athletic Shoe Co., 18,000. G. P. Crafts 
Co., 23,500. A. R. Hyde & Sons Co., 
74,000. 

John E. Lucey Shoe Co., 23,000. Gil- 
Ash Shoe Co., 21,504. Shelby Shoe Co., 


47,000. Daly Bros. Shoe Co., 67,000. 
Holland-Racine Shoes, Inc., 92,000. 
Sam Smith Shoe Co., 42,000. Hill Bros. 
Co., 43,500. Ascutney Shoe Corpora- 
tion, 20,000. Farmington Shoe Mfg. 
Co., 20,000. Albert H. Weinbrenner Co., 
64,000. E. E. Taylor Corporation, 24,- 
000. Milwaukee Shoe Co., 20,000. Chip- 
pewa Shoe Mfg. Co., 12,000. Mid-States 
Shoe Co., 59,000. 

Red Wing Shoe Co., 16,000. William 
Brooks Shoe Co., 61,000. Saco-Moc Shoe 
Corporation, 20,000. Joseph F. Cor- 
coran Shoe Co., 40,000. Bedford Shoe 
Co., 22,000.. Perry-Norvell Co., 44,000. 
J. Landis Shoe Co., 22,000. Weyenberg 
Shoe Mfg. Co., 142,000 Hanover Shoe 
Co., 63,000. Charles A. Eaton Co., 100,- 
000. Cannon Shoe Co., 60,000. 

One week after the award of con- 
tracts to make these shoes, it was an- 
nounced at the Quartermaster Depot 
that contracts to deliver to the army 
7,834,925 pairs of rubber taps, or half 
soles, had been entered into. Awards 
are: 

Hood Rubber Co., 1,022,825 pairs; 
Goodyear Tire & Rubber Co., 966,150; 
Panther-Panco Rubber Co., 787,900; 
United States Rubber Co., 747,925; 
Essex Rubber Co., 644,350; Plymouth 
Rubber Co., 633,950; New Jersey Rub- 
ber Co., 380,000; Avon Sole Co., 338,- 
375; Dryden Rubber Co., 322,100; 
O’Sullivan Rubber Co., 311,675; Beebe 
Bros. Rubber Co., 245,150; Lima Cord 
Sole and Heel Co., 270,525; Holtite 
Mfg. Co., 228,750; Quabaug Rubber Co., 
215,950; Monarch Rubber Co., 214,200; 
Hagerstown Rubber Co., 207,875; Au- 
burn Rubber Co., 151,200; and Alfred 
H. Hale Rubber Co., 146,025. 

The Green Shoe Manufacturing Co. 
of Boston has been awarded a contract 
to manufacture 500 pairs of low tan 
shoes for army nurses. 





Explain Provisions of 
Nylon Hosiery Ceiling 

WASHINGTON—Retailers’ Bulletin No. 
3 on women’s nylon hosiery has been 
issued in digest form by the Retail 
Trade and Service Division, OPA, here. 
The bulletin is a digest of the important 
points contained in Maximum Price 
Regulation No. 95, putting ceilinge on 
various types and grades of nylon 
hosiery. 

A list of the new retail ceiling prices 
is an important feature of the bulletin, 
together with complete instructions as 
to marking of each pari of nylon hose, 
posting of the new ceiling prices, pro- 
hibition on premium prices, regulation 
affecting sales slips and receipts. The 
bulletin also lists manufacturers’ ceil- 
ing prices on nylon hosiery, as well as 


30 


those of wholesalers. Penalties for in- 
fringements of the regulation are listed. 
Copies of this bulletin as weli as of 
the MPR No. 95 may be obtained by 
retailers by writing the OPA state or 
regional office nearest their stores. 


Increase Production Facilities 


New YorkK.—J. W. Landenberger & 
Company have announced the comple- 
tion of arrangements for increasing 
their facilities for making Footlets, foot 
socks worn by many women who go 
without stockings. This is in line with 
the large and increasing demand for 
these socks. Facilities will be increased 
about 600 per cent. 

Two new styles are being added to 
the two styles of construction in which 
Footlets were made in the past. 


Record Attendance 
At New York Shows 


New YorkK—A record attendance of 
buyers from all parts of the country 
attended the opening showings of 
Spring lines at the New Yorker and 
McAlpin Hotels and New York show. 
rooms here last week. Virginia, Mary- 
land, Delaware, Pennsylvania and up- 
per New York State were especially 
well represented. Many chain store 
men also attended. Buyers came both 
to buy and to learn at first hand the 
newest developments and _ interpreta- 
tions of M-217. Exhibitors numbered 
around 350. 

Delivery was the number one prob- 
lem under discussion as manufacturers 
and retailers met and talked in dozens 
of sample rooms. Labor shortage, ac- 
cording to Eugene A. Richardson, in 
charge of the show at the New Yorker, 
is the major difficulty in the shoe in- 
dustry today. Scarcity of factory work- 
ers, even more than scarcity of sole 
leather and other materials, is what is 
slowing up the production of shoes. 

Unusually heavy buying, in spite of 
the impending inventory control was 
reported. Retailers had come to the 
show to cover themselves as fully as 
possible and as early as possible to 
meet the anticipated continued heavy 
consumer demand for shoes. One new 
trend in buying was noted a direct 
result of M-217. In an effort both to 
develop new sources and to sweeten 
their stocks with a greater diversity 
of styles, buyers were trying to spread 
their purchases among an _ increased 
number of manufacturers. 

Women’s styles, although noticeably 
simpler and more uniform, included the 
usual number of types and were at- 
tractive and suited to the trend of the 
times. The makers of welt and other 
staple types and the manufacturers of 
children’s shoes agreed that M-217 had 
made little change in their styling. A 
constantly growing demand for these 
types of shoes was reported—plain toe 
oxfords, moccasin vamps and ghillies 
being favorites. Heels on these shoes 
have been most in demand in 12%/8 
to 14/8. Now it is thought that even 
lower heels may become popular, since 
it is argued that women’s feet have be- 
come adapted to something lower than 
17/8 and up. In colors, a growing de- 
mand for black smooth leathers in these 
low heel “service” shoes is also noted. 
In dressy types, the dark colors per- 
mitted under M-217 offer something 
new and different after many seasons 
of bright monotones and multicolor 
sandals, pumps and opened-up ties. 

A variety of new soles was shown. 
Several versions of wood soles were 
shown made in such ways as to be 
unusually flexible and adapted to dif- 
ferent heel heights. 
also of non-priority materials—shown 
by one manufacturer of plastics looked 
like a solution of the metal buckle 
shortage, provided they prove strong 
enough to replace metal. 
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St. Louis, Mo.—The district managers of Compo Shoe Machinery Corporation 


held @ series of meetings at the Hotel Coronado, here, recently. 


John Devine, 


monager of the S?. Louis territory, acted as host to a group of more than twenty 
men who had assembled from the other offices of the company—Aubura, Me.; 
Haverhill, Mass.; Columbus, Ohio; Philadelphia, New York, Boston and Chicago. 

All the factories of St. Louis licensees making shoes with Compo's technique 
were visited, and the meetings afforded an excellent opportunity for an inter- 
change of ideas. Shoemaking problems in different parts of the country were dis- 
cussed. The meetings were presided over by William H. Bresnahan, president, and 


Leo P. Nemzek, vice-president. 





Quality Group to Show 
In New York 


New YORK.—The quality shoe manu- 
facturers will hold their annual Spring 
opening at the Hotel Vanderbilt Nov. 
9, 10, and 11, this year. This showing, 
as usual, is sponsored by the Shoe 
Manufacturers’ Board of Trade of New 
York, and while most of the exhibiting 
firms are located in New York, a few 
quality manufacturers from out of 
town are showing. 

A number of the manufacturers are 
cooperating with the show, but will not 
exhibit at the Vanderbilt. Their lines 
will be on display at their own show- 
rooms. 





Celebrates Seventieth 


Anniversary 


BROCKTON, Mass.—Founded in 1872, 
incorporated in 1918 and 70 years of 
continuous service to the shoe industry 
are the basic facts in the history of 
one of Brockton’s shoe supply houses, 
the C. S. Pierce Company. Celebrating 
the 70th year of its uninterrupted 
career, the company is now producing 
leather box toes for Navy service shoes. 
The Pierce organization also manu- 
factures shoe display forms in a wide 
variety of colors and styles, as well as 
shoe trees, and shoe dressings, and a 
new four dimensional fitting machine. 

Charles S. Pierce, the founder, 
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established the business by contracting 
with shoe manufacturers to crimp, em- 
boss and perforate upper leather and 
half-finished uppers. Deliveries, in 1872 
and for several years after, were fre- 
quently made by Mr. Pierce himself, 
with the help of a capacious wheelbar- 
row. As time went on, new depart- 
ments to the growing business were 
added, until a long list of products were 
manufactured. Today the list has been 
reduced to essentials. 

In 1910, a separate unit known as 
the C. S. Pierce Dressing Company was 
established. Today the business of this 
branch is conducted by the parent com- 
pany in conjunction with all other 
phases of the company’s production and 
sales. A pioneer in the manufacture 
of leather box toes, the company pro- 
duced great quantities of them during 
World War I, and at the present time 
it is still producing them for service 
footwear. Sales branches are main- 
tained in Milwaukee, Wisconsin and in 
St. Louis, Mo. 

In the early history of the firm as a 
corporation, Charles S. Pierce was its 
president and continued in this office 
until his death in 1915 when Harry H. 
Williams was elected president. Evan 
W. Thomas, widely known throughout 
the industry, was treasurer since its 
inception until his retirement in 1927. 
At the present time, Bernard S. Sabean 
is president, having been associated 
with the company for over 35 years, 
and John M. Berglund is treasurer. 





























UNCLE SAM COMES FIRST! 


With more and more war 
workers calling for strong, 
comfortable shoes to help keep 
their feet fit and keep them on 
the job, the demand for Health 
Spot Shoes is reaching tre- 
mendous proportions. 






Daily orders are coming in at 
the rate of 1000 pairs more 
than our regular production, 
creating an extremely difficult 
situation. 


To make the most of each 
working minute, custom shoe- 
making has been discontinued 
for the duration and produc- 
tion is limited to fewer stand- 
ard styles. 


The standardization of styles 
conserves not only material 
and labor, but enables us to 
maintain the highest possible 
production on Health Spot 
Shoes for civilian use while a 
large part of our manufactur- 
ing facilities are diverted to 
the making of Navy shoes. 


We feel that we have a re- 
sponsibility to all Health Spot 
Shoe wearers, particularly 
those engaged in the war ef- 
fort, and we are straining 
every effort to supply their 
needs. 


Even so, we realize there will 
be many disappointments 
among retailers as well as con- 
sumers and we ask their pa- 
tience and understanding of 
the causes which are responsi- 
ble, yet inevitable in these 
times. 


Uncle Sam comes first and we 
are doing our best to serve 
him well. 


MUSEBECK SHOE COMPANY 


Danville Ilinois 





































Workshoes 








STEEL TOE 
SAFETY SHOES 


and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 















Union Made 
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Men's Shoes 
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Outstanding Fall Line . . 

Nationally Advertised . . 

Local Cooperative Advertising .. 

Adequate Markup . . 

Maintained Quality . . 

Efficient Stock Service . . 
Inquire regarding 

DOUGLAS FRANCHISE 
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Women's Shoes 
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Girdle 
Pump 





& see Patent-hi heel—epea 
0e 


K 3455 Patent - continental 
heel—open toe 

K 3456 Patent-hi heel — 
closed toe 

af Suede-hi heel—open 
oe 


K 3495 Suede-euban heel— 
toe 






open 
K 3496 Suede-hi heel — 

NO Gapews closed toe 

eaieiieesin at Green crocodile-hi 

i oa eel—open toe 


. 3484 Brown crocodile-hi 
heel—open toe 
R 3484 Red crocodile-hi heel 
—open toe 
$1.90 less 5% 30 days 
Widths AA te C 


Sizes 3% te 10 
Extra charge on small orders 
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GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illinois 
Write for folder 








When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers of your sales staff and urge them 
to read it too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 


32 


| 


Attractive Window at Little Cost 





Cortland, N. Y.—The window above was one of the most praised windows ever 

installed by Olds Brown-bilt Shoe Store, here. It was originated by Paul Hodgson. 

The cardboard tubes used for logs come from a rug store and were used origi 

for wrapping rugs; the tree stumps are of the same material, covered with knotty 

pine wall paper. Leaves, cornstalks, gun, artificial grass and a stuffed pheasant 

provided an outdoor atmosphere. The —e cost very little, and attracted much 
attention. 





Footwear Plant Plans 
War Expansion 


New YorK.—The Naugatuck foot- 
wear plant of United States Rubber 
Company has announced that an influx 
of new orders will make necessary an 
expansion of its already heavy war 
production program. Plant Manager 
Harry L. Carter, in making the an- 
nouncement to the press, said that an 
extensive employment program is to be 
launched at once. New workers will be 
added each week during the Fall and 
Winter months. Normally the largest 
producer of rubber-soled and water- 
proof footwear in the world, the plant 
began expanding before Pearl Harbor 
into the making of war materials for 
the Army and Navy. In addition the 
tactory is one of the main sources of 
supply for boots and shoes for the 
Army, Navy, Marines and Coast Guard. 
It is also taking care of a large share 
of the civilian rubber footwear ordered 
produced by the government as a health 
measure for the public. 

“New orders,” Mr. Carter said, “will 
mean expansion in all of these lines. 

“We are glad to be able to take the 
additional responsibility in the war 
effort that this increase brings,” Mr. 
Carter said. 

“Tt will be a pleasure to welcome 
into our family of war workers new 
members of the army of production.” 

At the same time he emphasized that 
employees now added can look forward 
to steady work during and after the 
war, citing the Naugatuck record from 
1928 to 1935 as evidence of the ability 
to maintain a steady level of employ- 
ment during changing conditions. 

“People in the Valley,” he said, “can 
well recall the depression days when 
the lights in Naugatuck factory win- 


dows were evidence of ‘work as usual.’ 

“Today all of our efforts, of course, 
are devoted to helping win this war. 

“When the war has been won, we can 
foresee a heavy demand for rubber 
goods. Consumer products are moving 
from store shelves, and a backlog of 
demand for these articles is being cre- 
ated. That will insure a market for our 
goods, and hence a steady rate of opera- 
tion at the Naugatuck plant for the 
years ahead.” 


Congressman to Speak 
At Shoe Club 


Boston, Mass.—The opening dinner- 
meeting of the fifty-fourth season of 
the Boston Boot and Shoe Club will be 
held on Wednesday, Nov. 4, at the 
Empire Ballroom in the Hotel Ven- 
dome, Boston. The guest speaker will 
be the Honorable John W. McCormack, 
Majority Leader of the House of Rep- 
resentatives and one of Boston’s most 
distinguished sons, who will speak on 
“The Present Crisis.” The president of 
the club, Francis C. Donovan, will pre- 
side at this meeting and will serve as 
toastmaster. 

A gala program is being planned for 
this meeting, according to Maxwell 
Field, secretary of the club, and mem- 
bers and guests are assured a most 
pleasurable evening. A reception and 
cocktail hour is planned for six in the 
evening, and a steak dinner will be 
served at 6:30 p. m. 

Any member of the New England 
industry who would like to attend the 
club’s first meeting of the season and 
hear Congressman McCormack speak, 
will be welcome. Merely address your 
request for a guest ticket—$3.00 per 
plate—to the secretary at 210 Lincoln 
Street, Boston. 
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Xmas Show 


request to select from. 


text in black. 
PRICE TICKETS 


of harmonizing de- 
sign—red border on 
white board with 
gold trim size 1!/,” 
x 244,"—140 denomi- 
nations in stock— 
No. X-7 
6 Doz.—$1.25 
12 Doz.—$2.25 
With Store Name 
Imprinted 
144 tickets—$3.85 
288 tickets—$6.20 


Check with order please, 
unless C.0.D. preferred. 


DISPLAY CARDS 
Each month, 13 infor- 





ready Nov. 15th; 13 different texts on 
art design shown below. Texts sent on 


Size 8” x 14"—Red with white and gold illustration— 





Cards 








mative and forceful f 











messages on 
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appropriately design 
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Detailed Information on Monthly Service at Your Request. 
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. 
HEN the job of fitting her foot is care- 
ful, correct — when you sell her really 
comfortable shoes that will carry her thru , 
working hours with least tiring effects — a 
you are helping serve our war-effort; and, 2 
secondly, you're providing for the Number + 
Two Job... your business. : 
Bellaire Comfortables have everything rs 
to help you serve today’s women in World eal 
War II jobs — outside and in their homes. bs 
Write for Fall 1942 Catalog 
of In-Stock Styles ‘ 
$5 to $6 : 
RETAILERS e 
hs 
5 
TONEY 
> 1508—Black Kid § 
Patent Tip y 
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BELLAIRE SHOE COMPANY. PORTLAND, is 
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209 SOUTH STATE STREET ® CHICAGO. ILLINOIS 





> THE FOOT SLENDERIZING 


COMFORTABLES 


Your Number One Job 
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Request Mid-Winter 
Convention 


RocHESTER, N. Y.—Traveling shoe 
salesmen covering New York State 
have informed officers of the New York 
State Shoe Retailers’ Association that 
they want a convention with exhibits 
at a central city in February because 
of difficulties being experienced due to 
tire and gasoline rationing. Because of 
the interest already manifest, directors 
and members will be asked if they de- 
sire such a convention to supplement 
the annual mid-Winter meeting of di- 
rectors to be held in Syracuse in Febru- 
ary. A decision is expected to be reach- 
ed shortly. Difficulties of travel and 
shortages resulted in cancellation of the 
annual convention which was scheduled 
for Buffalo last June; in its place the 
annual meeting was held in the more 
central city of Syracuse, with some ex- 
hibits not under association sponsor- 
ship. 

Meanwhile traveling salesmen have 
been unable to get more than A and B 
ration cards, which are insufficient for 
them to cover their territory. Besides, 
the new leather conservation order 
M-217 which limits the number of colors 
and styles of shoes, has changed the 
situation radically. Shoe manufacturers 
and stylists, busily engaged in pre- 
paring shoes for Spring, are certain 
that they will be able to produce attrac- 
tive footwear with what they have left. 
But the time for getting them ready 
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and showing them to the trade is 
limited. Since all of them could not be 
reached in time, shoe buyers would be 
enabled to go to Syracuse, see what 
will have been produced by then, and 
make their selections. 

If a mid-Winter convention is held 
it will be strictly business, with no 
annual banquet but with one or two 
luncheons at which speakers from the 
OPA and other experts would be on 
hand to give new information of value. 





FOR BETTER SHOE SELLING 


These are times in which the personnel 
turnover in shoe stores is unusually high, 
due to wartime conditions. 

Proper education of the new sales- 
people, so that they may serve the public 
intelligently and efficiently, is a problem 
which is receiving the thoughtful atten- 
tion of the best minds in the trade. 

BOOT AND SHOE RECORDER is en- 
deavoring to make its contribution by 
publishing articles of educational value 
about shoe fitting, shoe selling, shoe 
styles, leather and the other shoe materi- 
als that play a part in good shoemaking. 

So we suggest that shoe merchants, 
managers and buyers who comprise the 
great majority of BOOT AND SHOE 
RECORDER subscribers pass their copies 
along to these new salespeople, with the 
recommendation that they read each is- 
sue carefully. Better still, check the ar- 
ticles and features that you believe will 
be of special interest and value to the 
salespeople in your store, then make 
these articles subjects for discussion at 
your sales meetings. 


Shoe Man Receives 
Army Promotion 


Los ANGELES, CALIF. — Alexander 
Greenberg, who before he became in- 
ducted in the Army, was manager of 
the Green’s Children’s Bootery shops in 
this city and Pasadena, has received 
his first Army promotion. He is now 
assigned to Psychological Research 
Unit at the Santa Ana Air Base, with 
the work of assisting newcomers to 
the Army to be assigned to jobs best 
suited to each individual. 


Commissioned in Air Corps 


Boston, Mass.—McLain Russell, who 
has been traveling the Middle West for 
Heywood Boot and Shoe Company for 
the past seven years, is now Lt. McLain 
Russell, U. S. Army Air Force, Officers’ 
Training School, Miami Beach. A letter 
received from him says, “We hopped 
right to it on arrival, and since it has 
been up at 5 to 5:20, then active drill- 
ing and academic courses to 8. Lights 
out at 10. This is a highly concentrated 
course, and it is considered pretty 
tough, but one of the best. I feel very 
fortunate to be in the Air Corps and 
with such a fine group of friends.” 

“Mac” is well known in the shoe 
industry. Before joining Heywood, he 
was connected with the shoe depart- 
ment at Carson, Pirie, Scott & Co., Chi 
cago. 
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Riding Boots 


6 EE 






LADIES’ 
JODHPUR BOOTS 
10 STYLES IN STOCK 


$210 up 


IN STOCK FOR 
IMMEDIATE DELIVERY 


SEND FOR CATALOG 


No. 838 


ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C. 








Men's Shoes 
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WHOLESALE DISTRIBUTORS 
* America's Leading Brands 


SINCE 1910 
MEN'S oe Mae” $7 to $14 
IN-STOCK @ | CANCELLATIONS 
B. COHEN SHOE CO. 

81 READE ST. NEW YORK 


“SUBJECT MFR.’S RESTRICTIONS 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 


IN STOCK 






te cotats 
$2.00 te $3.00 
2-6 CD, 6%-8 
BCD, 8% - 12 


BCD, all colors 





igned; ail 
— Write for Cata- £2104 
White Elk 


‘SUPERIOR SHOE co., Mfrs. 


508 S. Peoria St. 

also carried in stent by 

American Shoe Co. s. reer & Bro. Co., 
a Hy E. Columbia St., 


251 W. Jefferson ra 
Detroi ort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 





Donate Sign to Scrap Drive 


BaToN RouGe, La.—M. Pokorny & 
Sons, Ltd., have donated the huge iron 
sign which stood in front of the store 
to the scrap drive. Ann Levey, daugh- 
ter of Ralph Levey, owner of the store, 
presented the sign to Lutcher School. 


insist upon your sales people reading 
The Recorder each week. 
The better posted they are the better 
shoe selling and fitting job they'll do for 
you. 
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Vitality Holds Sales 
Conference 


St. Louis, Mo.—Vitality Shoe Com- 
pany recently opened a series of sales 
force conferences with a dinner and 
style show at the Hotel Statler. At that 
time the new Spring and Summer lines 
of women’s and children’s shoes were 
introduced, the accomplishments of the 
past season reviewed and the outlook 
for the new selling season discussed. 
The dinner and style show were at- 
tended by a sizeable gathering of 
Vitality customers as well as Vitality 
salesmen and officials of the Interna- 
tional Shoe Company. 

C. L. Hein, general manager of Vi- 
tality, presided as toastmaster, and in- 
troduced the visiting merchants and 
salesmen. B. A. Gray, president of In- 
ternational, usually attends the Vital- 
ity dinners, but on this occasion he was 
out of the city. J. T. Pettus, vice-chair- 
man of the board of International Shoe 
Company and other ranking officials 
were present. 

The revue of styles was in charge of 
C. E. Goodrich who explained each num- 
ber as the models appeared on the run- 
way. Though the lines were built to con- 
form with the WPB M-217 restrictions, 
many interesting shoes appeared. 

Vitality advertising plans for the 
new season call for the usual aggres- 
sive program of promotion both with 
the consumer and the dealer. Following 
is the list of the attending salesmen: 
M. P. Bringardner, Ind. and Mich; J. 
R. Burriston, Calif.; Park O. DeWitt, 
West Penna.; E. J. Evans, Rocky 
Mountain states; R. C. Farrar, Tex.; 
J. W. Field, Southern states; R. D. 
Fletcher, East Penna.; W. J. Harney, 
Ohio; W. L. Jonakin, Ky., Va., W. Va., 


and Md.; F. M. Keener, New England; 
J. L. Locke and Heyward Dillingham, 
Southeast; J. G. Mazur, Iowa, lll; A. 
R. Moore, Minn., Wisc., N. D., and S. 
D.; H. E. Summers, Mo., Kan., and 
Okla.; J. C. Thomas, New York state; 
A. K. Umphrey, Northwest; M. A. 
Weiss, Greater New York. 


Entertain Dealers on 
50th Anniversary 


CoLUMBUS, OHIO—The Julian & Ko- 
kenge Co., shoe manufacturers, cele- 
brated 50 years of business life re- 
cently by entertaining a group of their 
dealers, sales representatives, and fac- 
tory executives at a dinner in the 
Deshler-Wallick Hotel. 

The semi-annual sales meeting was 
conducted at the company offices for 
the sales representatives and closed 
with a luncheon meeting at which the 
advertising plans for the Foot Saver 
Shoe line were announced to dealers 
and salesmen by J. T. Aubrey, presi- 
dent, and J. J. Finlay, vice-president 
of Aubrey Moore & Wallace, Inc., Chi- 
cago, the firm’s advertising agency, and 
H. D. Erk, advertising manager of the 
company. These plans include the wide 
use of newspapers, magazines, and di- 
rect mail. 

The company was founded in 1892 
by W. A. Julian, now treasurer of the 
United States, and has been located in 
Columbus the last ten years. At the 
closing dinner, 40 retail store execu- 
tives were guests of the company. Her- 
bert Lape, Jr., president, presided. 
Other speakers were H. N. Lape, Sr., 
chairman of the board, and Howard B. 
Lape, vice-president. 





Shoe Man’s Boat Now Coast Guard Property 





















The “Stormy Weather" is now the property of the U. S. Coast Guard Auxiliary. 

but it was the scene of an enjoyable two weeks’ cruise last August. Left to right, 

Bob De Long, captain and owner, of Grinnell Shoe Company, Grinnell, Ia.; M. C. 

Swan, first mate, Gale Shoe Mfg. Co., No. Adams, Mass.; Clyde Logan, cook, 
Tweedie Footwear Corp., Jefferson City, Mo. 
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Explains Red Cross Name 
Change to Merchants 


CINCINNATI.—Accompanying the an- 
nouncement that next Spring’s line of 
Red Cross Shoes, soon to be in pro- 
duction, will be known as Gold Cross 
Shoes, a letter from Joseph S. Stern, 
president of the United States Shoe 
Corporation, has been addressed to 
Red Cross dealers, explaining the 
reasons for the change of name. In 
his letter Mr. Stern says, in part: 

“The President of the United States 
asked Congress, over six months ago, 
to pass legislation prohibiting the legal 
users of the Red Cross emblem and 
name on commercial articles from using 
same at some time in the future. 

“You, of course, understand, even if 
the proposed bill should become law, 
you and we can continue selling, mer- 
chandising and advertising our prod- 
uct as Red Cross Shoes for two more 
years, and with the further use of the 
Red Cross name on your shoes until 
1947, so the use of the Red Cross name 
can be continued. 

“However, The United States Shoe 
Corporation desires in a sincere, pa- 
triotic manner to cooperate with our 
government in every possible way dur- 
ing this critical war period. Therefore, 
as soon as practicable, we will brand 
our product ‘Gold Cross Shoes.’ Never- 
theless, in all our advertising, in all 
our literature, on all dealer helps, on 
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Variety Is the Spice 
Of Shoe Retailing 
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“it's Ballou's for Better Shoee—for the Entire Family” 


ae 1. 
ell 
Providence, R. 1.—With this newspaper 
advertisement, F. E. Ballou Co., shoe re- 
tailers, featured a wide variety of shoes 
of the country's leading manufacturers. 
Tying in with the ad were several one- 
inch reminder ads located in various 
places throughout the issue and calling 
attention to the large ad. 











all cards and on each and every pair 
of shoes so branded, there will be this 
statement, ‘This Fine Footwear Fa- 
mous as Red Cross Shoes for Fifty 
Years’—thus making the name Gold 
Cross and Red Cross synonymous on 
shoes. . . 

“The United States Shoe Corporation 
pledges itself to carry on the 50-year- 
old traditions of Red Cross Shoes.” 


Plans Progress for 
Atlanta Show 


ATLANTA, Ga.—Plans are progress- 
ing for the first convention of the new- 
ly formed Southeastern Shoe Travelers’ 
Association at the Atlanta Biltmore 
Hotel, here, Nov. 8 through 11. Final 
plans and display space assignments 
are being made, and more than 60 
manufacturers have already signed up 
for this showing. It is estimated that 
more than 100 lines will be on display 
at this first exhibit. 

The exhibit has received the approval 
of Washington and local ration boards 
as a step forward in the conservation 
of long-distance traveling facilities, 
since the suggestion has been made by 
the committee in charge that merchants 
attend in groups of three to five in one 
car or use public traveling facilities. 

There will be a general membership 
meeting and banquet and business meet- 
ing Nov. 7, at which time the exhibitors 
themselves will elect their officers and 
board of directors and adopt by-laws 
for a permanent organization. Enter- 
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Bowling Shoes 


Sr OO 


$ asco 
BOWLING SHOES 
and OXFORDS 

up 20 STYLES IN STOCK 

IMMEDIATE DELIVERY 

All reg. combination setes 

Right feet rubber sole 
Left feot leather sole 


SEND FOR 
CATALOG 
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WE are how 
good shoes are made 
| EDGAR S. KIEFER TAN 


NG COMP, 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. e BOSTON, 42 UINCOUN ST. 


1PIGSKIN 


| INNERSOLES - COUNTERS: WELTING 
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tainment for the visiting retailers is be- ? 
ing arranged in the form of smokers : 
and luncheons during this first showing. 





Information Wanted 


New YorK—A request has come in 
to Boot AND SHOE RECORDER office for 
the whereabouts of Samuel Kaplan, 
formerly connected with Brandman & 
Kaplan, shoe manufacturers of Chicago. 
It will be appreciated if anyone having 
any information about Mr. Kaplan com- 
municate with N. Yonteff, 2038 Morris 
Ave., Bronx, New York. 

























Winning situation submitted by: 
Harry |. Sherman 


i How | helped my customer 
| -and won $10, too! 


E. W. Edwards & Son, Syracuse, N. Y. 














































wears the same size I do.” 


1. MY PEEVE is the customer who spends half an hour selecting shoes . . . just 
loves them all! Then says, “I’m just scout shopping for my daughter . . . she 
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i$ p> The more they walk, the more they need shoes with 
Du Pont “Pyraheel.” This scuffless plastic sheeting 
replaces leather heel coverings—wears better. Your 
stocks have shoes with Scuffless “Pyraheel.” Men- 
tion it in sales talk, especially now, when women 
want service so much. Scuffless ““Pyraheel” resists 
scuffing, chipping, peeling, fading, and staining. 
And, it matches leather grains and colors to a “T.” 


HERE’S HOW YOU WIN A $10 PRIZE 


Send in your customer problem and your winning answer ina 
set like the above. For every set used, Du Pont will pay $10. In 
case two or more identical winners are submitted, the full 
amount of the prize will be paid to each . . .Write E. I. du Pont 
de Nemours & Co. (Inc.), Plastics Dept., Arlington, N. J. 


-- 
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2. BECAUSE WOMEN LOVE INSIDE DOPE, I ask her if she’s heard how Du Pont 
science now prolongs the life and good looks of shoes. I show her a smart 
model made with Scuffless ““Pyraheel.”” Usually the customer decides to buy — 
goes off happy because she’s bought something special. 











Suufflae “PYRAHEEL” 
is @ plastic that replaces 
leather heel coverings. 

It matches leather grains... 
resists scuffs, scars, 

peeling, fading, staining! 








BETTFR THINGS FOR BETTER LIVING... 


Sinfflae-“PY RAHEEL” 


REG. U. S. PAT. OFF. 


- THROUGH CHEMISTRY 








“I like to trade at Jones’ Shoe Store,” 
says Mrs. Smith, “because the sales peo. 
ple there seem to know their business 
and fit me to shoes that always satisfy.” 
It's a safe bet Jones’ Sales People read 
Boot and Shoe Recorder. 
One new idea gained each week makes 
fifty-two new ideas each year. 

No retail shoe store is stronger than its 
sales people. 





Forecasts Large 
Attendance at Shoe Fair 
[CONTINUED FROM PAGE 29] 


Selby offered another timely sugges-. 
tion. “Why not eliminate a lot of the 
customary entertainment? Members of 
the Shoe Fair will certainly be more 
than willing to do without these social 
sessions for the sake of business ex- 
pediency on the home front—to help 
the war front. Then, why not cut out 
all unnecessary meetings and make this 
a strictly business convention. There 
will still be plenty of opportunity, of 
course, to discuss business problems, re- 
new old friendships and build up new 
relationships. 

“In this spirit of cooperation for the 
benefit of all participants, and of the 
country, the National Shoe Fair this 
November is bound to be the most im- 
portant, perhaps even a_ precedent- 
creating meeting of the boot and shoe 
dealers. 

“The Selby Shoe Company is en- 
couraging all its customers to attend 
the Fair, and buy early if they can pos- 
sibly do so. The sales department of 
the Selby Shoe Company will be repre- 
sented by factory executives and sales- 
men.” 





International to Discontinue 
New York Branch 


St. Louis, Mo.—The decreased pro- 
duction of shoes, caused by shortage of 
materials, has created many problems 
in the manufacture and distribution of 
footwear. Some of these problems are 
the proper allocation of available shoes, 
the difficulty of travel by salesmen, and 
the important factor of overhead ex- 
penses incident to decreased volume. 

After carefully considering these 
several problems International Shoe 
Company has decided to discontinue its 
New York branch, operated under the 
name of Morse & Rogers. 

The International Shoe Company 
will endeavor to serve its regular 
Morse & Rogers customers who have 
previously looked to that branch as 
their major source of supply. Such 
customers will be given an opportunity 
to share fairly and equitably in the 
company’s available supply of shoes 
through other sales branches of the 
company. 

It is expected that all operations in 
New York will be discontinued by 
Nov. 30. 

This announcement has just been 
made public by Mr. A. B. Fletcher, 
vice-president of International Shoe 
Company. 
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Style 302 
White Elk 


Style 300 










Patent 

Leather 
Style 304 

Tan Elk 
Style 305 
Black Elk 













Designed to give gentle support 
to little feet and growing muscles 
—Easy fitters too. 


NATIONALLY KNOWN 
Regional Distributors to Speed 
Delivery to You. 


Write for ELAM Catalog 


F.S. ELAM SHOE CO. 

















New Firm to Make 
Casual Shoes 


St. Louis, Mo.—A new St. Louis or- 
ganization, producing casual footwear 
for women, recently went into produc- 
tion. It is known as Tobo, Inc., with 
offices and factory at 3421 Rutger 
Street. Matt Baudendistel is president, 
Ed. Tilt, secretary and treasurer, and 
Louis Honsa is vice-president. 

Though these men formed a corp- 
oration early in 1941, they chose not to 
go into actual production until they had 
worked out every shoemaking detail in 
connection with their particular type of 
casual shoe construction, hence the 
year and a half of experiment. 

Both Mr. Tilt and Mr. Baudendistel 
were formerly connected with Browne- 
Tilt, Inc., shoe pattern makers. Mr. 
Honsa for many years was with the 
Milius Shoe Company. 

Tobo, Inc. occupies a portion of the 
factory of the Weber Shoe Company. 
Their product is built to sell in the 
$5.00 and $6.00 retail price bracket. 


Industrial Participation in 
Conservation Program 


AKRON, OHIO.—Nearly 11,000 per- 
sons in industries all over the country 
are participating in the Goodyear Tire 
& Rubber Company’s program for ex- 
tending the lives of mechanical goods 
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which contain rubber, officials of the 
company disclosed today. 

They based their estimate on the 
total number of persons who have seen 
the rubber-conservation film, “Goodyear 
Wages War on Waste,” and who have 
received copies of Goodyear’s “Indus- 
trial Rubber Products Conservation 
Manual.” 

Offered to American industry gen- 
erally without charge or obligation of 
any kind, the rubber-conservation pro- 
gram was devised by Goodyear several 
months ago to assist the war effort by 
helping industry to obtain every pos- 
sible minute of service from hose of all 
types, transmission and conveyor belts, 
and similar equipment. 

Goodyear engineers have estimated 
that the lives of such products can be 
extended by as much as 60 per cent if 
proper conservation methods are fol- 
lowed, thereby relieving added strains 
on the nation’s diminishing rubber 
supply. 


Opens Sample Room 

DALLAS, TEX.— Mare Baumoel, well 
known throughout the Southwest, has 
opened a permanent sample room at 
the Adolphus Hotel, here. Mr. Baumoel 
formerly maintained a sample room in 
St. Louis, and has traveled throughout 
this territory for many years. 





Winner of Shoe Contest 





Marion, Ind.—Miss Eleanor Beckham of 
Acme Shoe Corp., Brooklyn, N. Y., won a 
$100 war bond in an Air-O-Magic shoe 
contest conducted by the Marion Shoe 
Division of Daly Brothers Shoe Co., re- 
cently. Miss Beckham says that she 
“was practically born in the shoe busi- 
ness, as my parents were formerly in the 
retail shoe business. Since arriving in 
New York have been employed by the 
Acme Shoe Corp.” 
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Novel Mailing Piece 


Boston, Mass.—Annie Doesn’t Work 
Here Any More” is the title of an 
amusing folder sent out to dealers by 
Green Shoe Mfg. Co., recently. “Yes, 
Annie has left nine sixty Harrison 
Avenue, And so have Sally and Sue... 
and Tom, Dick and Harry, too. They’re 
working for Uncle Sam now,” continues 
the copy, explaining that although many 
of the employees of Green Shoe Mfg. 
Company have entered the armed ser- 
vices or have taken jobs in war plants, 
the company will continue, with more 
work by fewer people, to give the same 
service it has given for years. It will be 
necessary, however, the folder con- 
tinues, to refuse stock orders for less 
than six pairs at a time, in order to 
eliminate the handling time consumed 
on single pair orders. 





“Every week | learn something valuable 
from Boot and Shoe Recorder,” says a 
retail salesman in a Mid-West shoe store, 
“and every week | feel | am able to 
render better service to our customers.” 
We urge every shoe merchant to urge 
his sales people to read the Recorder 
thoroughly each week. 
it will moterially improve his stere's 
service efficiency. 
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SALESMEN WANTED 


LINE WANTED WANTED TO PURCHASE 

















SALESMAN 

To travel Western Massachusetts for 
well known Shoe Wholesaler; estab- 
lished territory; liberal commission; ex- 
perience selling to retail trade neces- 
sary. Full time job. 

Address No. 661, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York, WN. Y. 














HELP WANTED 





E XPERIENCED SHOE SALESMAN;; Family 
Store, suburban Pittsburgh; Permanent posi 
tion; good salary; write fully advising draft 
status. Worthwhile opportunity for right man. 
A. E. MILLER, Sewickley, Pa. 





RETAIL SHOE MEN WANTED—Men hav- 
ing six months or more experience in retail 
selling, who are in 3-A or unclassified, please 
apply. All inquiries held strictly confidential. 
Steady work, good pay. Give age, amount of 
experience, and three character references. Ad- 
dress Bowman Bros. Shoe Stores, Monmouth, 
[llinois. 





ANAGER WANTED: For Medium Priced 

Family Shoe Store, Middle West. Prefer 
Married Men between 30 and 50. Must have 
elean record. Salary and bonus. Address #683, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 





THE SCHOLL MFG. CO., INC., world’s 

largest makers of Foot Aids, has exceptional 
opportunity for a woman with retail sales ex- 
perience—shoe preferred. Permanent position, 
good salary, broad opportunity for advance- 
ment. Vacations with pay, group insurance, 
excellent working conditions. Good character 
and references required. Write O. R. Forberg, 
Department 10, 213 W. Schiller Street, Chi 
cago, Til. 





POSITION WANTED 


WANTED, RETAIL: 20 years’ selling, buy 

ing and Managerial experience; highest 
grades Men’s, Women’s and Children’s; thor 
ough knowledge Orthopedic Shoes and Correc 
tions; References. Age 37, Married; two chil 
dren; Class 3-A. Address #678, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








MERCHANDISER -Buyer, Age 33; 3-A; 

over twelve years’ experience from ground 
up in popular price Retail Chain Stores; desires 
change to Chain needing Unit Control and 
Modern Purchasing Methods. Best references. 
Address #682, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y 








WOMEN’S LOW PRICE SPECIALTY ANTED: Some Old Style Ladies’ High 

LINE for Jobbers and Department Stores; Button Shoes; some laces; 1910-05, or earlier 
Ten years’ selling experience; Draft exempt. vintage. Address #679, care Boot & Shoe 
Address #677, care Boot & Shoe Recorder, Recorder, 100 East 42nd Street, New York, 
100 East 42nd Street, New York, N. Y. N. Y. 








ASTERN REPRESENTATIVE with large 

following among Chains, Department Stores 
and Jobbers, is open for Factory Line of Wo- 
men’s, Children’s Shoes, Slippers or Play Shoes. 
Maintain Office Marbridge Building. Address 
#676, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 


WE BUY 


SHOE STORES 


FOR: CASH 


BARSH & CEASAR 


19 N. 4th St Philadelphia, Pa 
Phone MARket 1666 





FOR SALE 


EORGIA—Prosperous Retail Shoe Store and 

Modern Shoe Repair Shop; ninety-five miles 
from Savannah, Georgia; stock in first class 
condition; popular brands, popular prices; good 
location in city of 3800 population. Reason for 
selling—owner retiring; rent very reasonable. 
Address #680, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new wareheuses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








John S. Martin 


PEABODY, Mass.—John S. Martin, 
owner of the Trimount Leather Com- 





CASH 


Fer Entire Stocks or Surplus Merchandise 


pany of this city, one of the largest This is a good time to dispose of them. 
: We « tity and the highest 
manufacturers of sheep leather in the os ee 


country, died recently in a hospital in 

Brookline, Mass. He was 54 years old. 
Mr. Martin, born in the Azores as 

a subject of Portugal, came to this 

country when he was 13 and, after 

reaching manhood, rapidly became one 

of the most successful business men in 

the community. At the time of his death, from $5.00 and up. Short term leases as- 

in addition to his leather business, he — ee bo 

had large real estate holdings in Pea- BARIS SHOE CO., INC. 

body, Marblehead and Marblehead Neck. een LT , 

He was, also, a member of the local 

draft board, of the city planning com- 

mission, and of the electric light com- WEBUY 

mission. Entire or Surplus Wholesale and Ketatl 
Surviving him are his mother, Mrs. ny gg te agg lg =~ gg 

Mathias Martin; two daughters, Mrs. ag Be Crees, "Nuno Buch hte 

Violet Murphy and Miss Dahlia F. 

Martin; and a sister, Miss Mary C. 


IRVIN RUBIN 
Martin, all of Peabody. 


CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 











SHOE STORES WANTED 
FOR CASH 


Men’s, women’s, children’s shees retailing 








“The House of Jobs’’ 
89 Reade St., Cor. Charch 
Phone Barelay 7-7&887 New York Clty 




















CLASSIFIED ADVERTISING RATES 


The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 

&© Advertisements for this page must be in our New York Office on Friday of the week preceding publication <= 
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COMPLETELY AIR-CONDITIONED + RATES from $3.25 











Hold Monthly Luncheon 
Meeting 


INDIANAPOLIS, IND.—The Indiana 
Shoe Travelers’ Association held its 
regular monthly luncheon and business 
meeting in the Pine Room, at the 
Canary Cottage, recently. Ralph A. 
Baker presided at the business meet- 
ing, and after the reading of the min- 
utes and correspondence by R. Gross- 
kopf, secretary, the meeting was 
devoted to the discussion of gasoline 
rationing and its adverse effects on 
traveling salesmen. 

John Dow, traveling salesman for 
Crosby Square Shoes, gave an inter- 
esting talk. Shoe travelers present par- 
ticipated in the discussion. Mr. Dow 
advised the travelers to write their 
congressmen in Washington in order to 
get some consideration in the matter. 

Before the meeting adjourned, Ralph 
A. Baker, president of the Indiana 
Shoe Travelers, appointed R. Gross- 
kopf and Ernest Smeltzer as delegates 
to the National Shoe Travelers’ Con- 
vention, to be held in Chicago, Oct. 31. 


Shoe Retailer in 
Armed Forces 


OLEAN, N. Y.—William J. Hannifan, 
a member of the retail shoe firm of 
William J. Hannifan Company, which 
has a store at 147 North Union Street, 
has entered the armed forces of the 
United States and is now stationed at 
Madison Barracks. During his absence 
the business wi!l be conducted by T. 
M. Considine and J. V. Sheahan. 


Minute Man Flag Awarded 


CHARLESTON, N. C.—Condon’s has 
been awarded a Minute Man Flag, sig- 
nifying that over 90 per cent of mem- 
bers of the organization have pledged 
their continuing purchase of war bonds 
through payroll deductions. 


Al Shank in Air Corps 


St. Louis, Mo.—Al] Shank, assistant 
advertising manager of the Wohl Shoe 
Company, resigned his position recently 
to enlist in the U. S. Army Air Corps. 
J. B. Johans, advertising manager and 
publicity director of the Wohl Shoe 
Comnany, states that Mr. Shank’s suc- 
cessor has not yet been appointed. 
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No Release on Heavy 
Sole Leather 


WASHINGTON. — Excess stocks of 
heavy sole leather frozen in the hands 
of shoe manufacturers, tanners, or 
other sole cutters by Conservation 
Order M-80 will not be released for 
civilian consumption, the Leather and 
Shoe Section, WPB announced recently. 


Order M-80 requires all sole cutters 
to set aside all cut innersole and outer- 
sole leather of military weight and 
quality for military and Lend-Lease 
use. All stocks of sole leather not of 
military weight and quality are avail- 
able for civilian use. 

As a result of the order, supplies of 
heavy sole leather have been accumu- 
lating in the hands of cutters faster 
than they are used in military or Lend- 
lease shoes. However, it has been de- 
cided to build up a reserve of such 
leather as a contingency against a 
shortage of hides or leather in the 
future. 


Cooperate in Newspaper 
Week Promotion 


ONTARIO, CALIF.—P., E. Ostran & Co., 
retail store, co-operated with the On- 
tario Herald’s special National News- 
paper Week issue recently by running 
a full-page advertisement on the back 
page of the edition, announcing the be- 
ginning of 35 years of business in this 
community. “In the same month that 
we commemorate the 60th anniversary 
of the founding of the Chaffey colony, 
we also celebrate the entrance of our 
35th year in the retail business in On- 
tario,” reads the copy. It goes on to 
explain, “the observance of these two 
most significant events happen to fall 
during National Newspaper Week, and 
Ostran’s is pleased to recognize this 
special event for the press which... . 
has for its theme ‘The NEWSPAPERS 
go all-out for VICTORY!’” 

The newspaper was printed in blue 
ink on white stock, and red ink decora- 
tive motifs were used on the first and 
last pages. 


Report Good Sales Volume 


SAN JOSE, CAL.—Many of the leading 
shoe retail dealers in San Jose report 
an excellent volume of sales, with the 
outlook for a brisk holiday trade en- 
couraging. There is a tendency among 
customers to purchase quality footwear 
at popular prices. 

Shoes in the latest styles featuring 
Cuban and military heels are in con- 
siderable favor with many women here 
this season, particularly, for general 
wear. Alligators and suedes are ex- 
tremely popular, the color range in- 
cluding brown, black, blue, red and 
green, also smart combinations. 

Open toe models remain in wide pop- 
ularity with high school and college 
girls. 





HOTELS 








HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 
CLARK NEAR JACKSON 
CHICAGO 

















Louis O. Hoffman 


ALBANY, N. Y.—Louis O. Hoffman, 
a well known shoe retailer who has 
been in this city for many years, died 
recently. He was one of the founders of 
the Capitol District Shoe Retailers’ 
Association. He was a former director 
of the New York State Shoe Retailers’ 
Association and long had an active 
part in arrangements for its annual 
conventions. 


Encourage “Swapping” 
Rubber Footwear 


ROCHESTER, N. Y.—A _ suggestion 
made by OPA that the usefulness of the 
present supply of rubbers and galoshes 
be extended by “swapping” or trading 
is being passed on to customers by 
many shoe retailers, some of whom ex- 
pect their present supply to vanish 
with the first enowstorm. 

Especially is this true of children’s 
rubbers. Neighbors are being advised 
that it is a good idea to exchange 
children’s outgrown sizes; that some- 
times it will be possible to trade an 
extra pair of rubbers owned by an 
adult member of a family for a pair of 
small children’s rubbers when needed. 

Meanwhile the pace of buying leather 
footwear has slackened noticeably, be- 
cause assurance has been given that 
rationing of shoes is not an immediate 
prospect, and because many customers 
are supplied for the present. 


Register Stock with 
Securities Division 


CoLuMBus, O.—National Shoes, Inc., 
Columbus, O., has registered with the 
Ohio state securities division 1,250 
shares of no par value common stock at 
$100 per share. 


Using Women Salespeople 


SAN JOSE, CAL.—With 
men steadily joining the armed forces, 


shoe sales- 
women are gradually assuming the 
duties of shoe clerks, saleswomen and 
shoe fitters in retail shoe stores in San 
Jose, and proving highly satisfactory 
Although women have served as sales- 
clerks and expert shoe fitters in some of 
the largest department stores in this 
city for many years, it is only recently 
they have become connected with inde- 
pendent shoe retailers here. 
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Dates to Remember 


National Shoe Fair, Hotels Mor- 
rison, Palmer House and Sher- 
man, Chicago, Illinois. 

November 2, 3, 4, 5, 1942 

Michigan Annual Shoe Fair, De- 
troit, Michigan. 

November 8, 9, 10, 1942 

Northwestern Shoe Travelers’ As- 
sociation convention, Radisson 
Hotel, Minneapolis, Minn. 

November 8, 9, 10, 1942 

Southeastern Shoe Travelers’ Asso- 
ciation Convention, Atlanta Bilt- 
more Hotel, Atlanta, Ga. 

November 8, 9, 10, 1942 

Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. 

November 15, 16, 17, 1942 

Style Show and Market Season, 
Southwestern Shoe Travelers’ 
Association, Adolphus Hotel, 
Dallas, Tex. 

November 15, 16, 17, 18, 1942 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chicago, Ill. 

November 23, 24, 1942 

Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 

Spring Convention, Mid-Continent 
Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 
Okla. 

November 29, 30, December 1, 1942 

Middle Atlantic Shoe Retailers’ As- 
sociation Convention, Hotel Ben- 
jamin Franklin, Philadelphia. 
Pa. January 10, 11, 12, 1941 





George F. Johnson II 


BINGHAMPTON, N. Y.—George F. 
Johnson, chairman of the board of En- 
dicott-Johnson Corp., had a slight heart 
attack following observance of his 85th 
birthday, it was announced by his son, 
George W. Johnson, president of the 
company. In giving this information to 
the press, Mr. Johnson said that bul- 
letins will be issued by the personal 
physician of his father to allay the 
anxiety of many thousands of friends 
who include all of the workers for the 
company. 

“George F.,” who was in high spirits 
on his birthday, visited some of the 
plants of the firm and said if he felt 
any better he might be drafted for 
service in the Army. 


Vulcan Corp. Moves Plant 


ROCHESTER, N. Y.—The Vulcan Corp- 
oration, manufacturers of heels, which 
had a branch at 731 Clinton Avenue, 
South, in the plant of the J. G. Meni- 
han Corporation, has moved from there 
to a plant at 254 Mill Street and is to 
increase production to 5,000 pairs daily. 

Louis Horwitz is manager of the 
Rochester plant, which moved to Ro- 
chester from a suburban town follow- 
ing a disastrous fire in its plant there. 
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ARNOFF SHOE CO., INC., New York City 
BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 

BASS, G. H., & CO., Wilton, Me. 

BELLAIRE-SHOE CO., Portland, Me. 

CAMITTA SHOE COMPANY, Philadelphia, Pa. 

COHEN, B., SHOE CO., New York City 

COLONIAL TANNING CO., Boston, Mass. 
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GERBERICH-PAYNE SHOE CO., Mt. Joy, Po. 
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GROVES SHOE CO., Chicago, lil. 
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HOTEL LENNOX, St. Louis, Mo. 

JARMAN SHOE COMPANY, Nashville, Tenn. 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KIRSCH-BLACHER CO., INC., New York City 

MEN'S DIVISION—CRADDOCK-TERRY SHOE CORP., Lynchburg, Ve. 
MOULTON.-BARTLEY, INC., St. Louis, Mo. 

MUSEBECK SHOE COMPANY, Danville, ill. 

OHIO LEATHER CO., Girard, O. 

ROBERTS-HART, INC., Keene, N. H. 

RUBIN, IRVIN, New York City 

SPAULDING FIBRE CO., No. Rochester, N. H. 

SUPERIOR SHOE CO., Chicago, Ill. 

TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Brockton, Mass. 
UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 

UNITED STATES RUBBER CO., New York City 


WOMEN'S DIVISION—CRADDOCK-TERRY SHOE CORP., Lynchburg, Ve. 
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